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+460 Students everywhere approve this pop- 


Ss 
ular medium point ball pen. Perfectly 39¢ = 


13th ANNIVERSARY 





balanced, eliminates writing fatigue. 


FRE 


MEDIUM 





EXTRA BONUS 


ig PY - 


RETRACTABLE TOP BUTTON ACTION BALL POINT PENS 


RING UP EXTRA PROFIT— MORE VOLUME — ADDITIONAL SALES. . . 
WITH LINDY. A PERFECT BALL POINT PEN FOR EVERY PURPOSE. 


Look for the name LINDY on pen and clip. Don‘t accept substitutes. 


x« 


+F-467 


The Secretary's insurance for 
perfect notes. Fine line of writ- 
ing is easy to read. Choice of 
8 colors of ink with dainty white 


barrel. 


Light as a feather — weighs just 'srd ounce yet carries full size standard ink cartridge. 


12 assorted barrel colors including dainty pastels and bright masculine tones. 
Jeweler’s finish chrome cap and point guard. 


D E A L 4 doz. each 
=460, =F-460, =F-467 
4032 FREE GOODS: 1 doz. =620 


4 DOZEN EACH ASSORTED COLORS 
in 3 plastic drums 





| OR CARDS | 





2 Cards (2 doz. ea.) #460 LINDY Utility Pens — 39c retail 
2 Cards (2 doz. ea.) #F-460 LINDY Auditor's Pens — 49c retail 
2 Cards (2 doz. ea.) #F-467 LINDY Steno-Pens — 49c retail 





| FREE GOODS | 





ONE DOZEN #620 LINDY FEATHERWEIGHT Retractable Pens in Display 


DEALER SELLS 


4 dozen #460’s @ 39¢ each...... <n 
4 dozen *F-460's @ 49¢ each......... ; > a5 
4 dozen *#F-467's @ 49¢ each.............. soe aoe 


PLUS FREE GOODS 
OF 12 $1.00 FEATHERWEIGHT PENS.......... ._12.00 


TOTAL $77.76 


DEALER’S Cost: 
4 dozen *460’s @ $2.88 per dozen............. $11.52 
4 dozen *F- 460's @ $3.60 per dozen... 
4 dozen *F-467’s @ $3.60 per dozen. . 


TOTAL $40.32 


$37.44 


DEALER PROFIT...487% 
BRILLIANT COLORS « 


RED - BLUE + BLACK +» BROWN + GREEN 
TURQUOISE + YELLOW-GOLD - LAVENDER 


GIANT SUPPLY OF LINDY’S EXCLUSIVE FORMULA INK 








1958 LP CO. INC 


FREE GOODS: 2 doz. =620—1 doz. in display, 1 doz. in box 


4 Cards (2 doz. ea.) #460 LINDY Utility Pens — 39c retail 
4 Cards (2 doz. ea.) #F-460 LINDY Auditor's Pens — 49c retail 
4 Cards (2 doz. ea.) #F-467 LINDY Steno-Pens — 49c retail 


8 dozen +460's @ 39c each... .............. $37.44 
8 dozen #F-460's @ 49c each................ 47.04 
8 dozen +F-467's @ 49c each................ 47.04 
PLUS FREE GOODS 

24 $1.00 LINDY Featherweights .............. 24.00 
24 59¢ L-465 Laundry Marking............... 14.16 


DEALER’S COST: 


eS SN eer eee $23.04 
8 dozen #F-460's @ 3.60................... 28.80 
8 dozen #F-467's @ 3.60................... 28.80 
TOTAL $80.64 


DEALER PROFIT...52% 
the Oni init Lindy 


Point Pens are on gests y balanced to prevent writing fatigue 


NATIONALLY ADVERTISED - 


Manufactured by LINDY PEN CO., Inc Culver City, Calif., U.S.A 





Onin Lindy 
Mi FINE POINT 
* Steno 


TWO EACH OF THREE (3) DRUMS — UTILITY, AUDITOR, 
and STENO — or a total of six drums of four dozen each. 





DEALER SELLS 


7--dling deal 


the Oniginel Lindy 
FINE POINT 

Pen ~~Auditors Pen 
49¢ =F-460 49 


Bookkeepers, Auditors, Account- 
ing Students and everyone who 
needs a fine line of writing 
applaud this precision instru- 
ment. Smooth writing, never 
skips, or fails. 


RETAIL 


_ 


F.T.1.— Fair Traded 


Packed in beautiful 
Silver foil display with 
gleaming styrofoam 
insert. 12 decorated 
foil individual gift 
boxes included as well 
as diecut smail 
point-of-purchase 
display tag. 


DEAL 
8064 


8 doz. each = 460, = F-460, =F-467 


EXTRA BONUS: 2 doz. =1-465 








| OR CARDS | 








| FREE GOODS | 





2 DOZEN #620 LINDY FEATHERWEIGHTS 
EXTRA BONUS: 2 doz 


AUNDRY & OR 


TOTAL $169.68 


*89.04 


VY non. Refillable Ba 


UNCONDITIONALLY GUARANTEED 
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169.68 

















NEW! "CAMPUS PACK" OF 








KAGLE-A TYPE- 





= 








Now, for your student customers, Eagle-A Papers offers a 
new budget-priced “Campus Pack” of Eagle-A Type-Erase 
... the famous paper that erases quickly and cleanly with 
a pencil eraser. Attractively packaged for college stores, 
Eagle-A’s “Campus Pack” contains 100 sheets of Type- 
Erase, size 814” x 11”, medium or heavy weight, in a newly 
developed super-sulphite grade. It’s designed to give the 
student a fine quality erasable paper at a new low price... 
yet assure you a good margin of profit. You’ll want to look 
into this right away . . . mail the coupon today! 








ASE PAPEI 








AMERICAN WRITING PAPER CORPORATION 
Holyoke, Massachusetts, Dept. s 


Please send free sample 100-sheet 
“Campus Pack” of Eagle-A Type- 
Erase paper and full information: 


NAME 





STORE NAME 





ADDRESS 





CITY STATE 
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“What a differen ce 
ulman makes! 


Howard & Stofft Tucson, Arizona After~w 





IN CUSTOMER SATISFACTION 


“Customers prefer our new Bulman moderniza- 
tion . . . like the beauty and efficiency of our 
(| Wav) on 90 open displays. Shopping now is so much more 


pleasant and convenient, too.” Stofft said. 


Sales now increase an average of — Psa OPERATING EFFICIENCY 
ae a Engineered Even though our store was quite modern, we real- 


ized we were not getting the full potential from it— 
could not handle peak hour traffic. What a dif- 
ference now. Customers are able to find what 


they want, get to the cashiers and leave with a 
THE j May) CORPORATION minimum of time and effort” 


Grand Rapids 2, Michigan IN SALES AND PROFITS 
Sider: — os ning aioe “Just a look at the photos shows how much more 
memeetY® 98 Taber Road, Toronto, Ontario merchandise we can effectively display now. Dur- 
rl ing the so-called recession our overall volume is 
The Greatest Name in Self-Selection already up 10% and, we are handling it with 


two less floor people,” Stofft stated. 
- = = for more details circle 115 on last page 
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DEAR 
READER 











While stationery and office equip- 
ment dealers are busy attending trade 
shows such as the recent NSOEA 
Exhibit (see page 24) and the fast- 
growing Eastern Commercial Station- 
ery Show (page 29), many of their 
potential customers are taking on new 
fall and winter pursuits. 

With children back in school and 
vacations only a memory, the club sea- 
son is upon us. Bridge clubs, fraternal 
groups, service clubs, civic music as- 
sociations, PTA groups, church socie- 
ties and dozens of other organizations 
come to life again each fall in big 
cities and small towns alike. 

Many of these groups need office 
supplies to function properly and they 
might as well get them from their 
stationer. Account books, receipt 
blanks, cash boxes, postcard duplica- 
tors, gummed and perforated address 
labels, files, letterheads, stamps pads 
and club room furniture are among 
the items you can offer them. Each 
sale may be small, but the total could 
be impressive — provided the people 
know that you stock these things and 
are able to supply them the proper 
tools. Ask the society editor in even 
the smallest town and she will inform 
you that there are several hundred 
such organizations in her area. 

It would seem that branch stores in 
the suburbs are in a good position to 
capture much business of this sort. 
And Ulbrich’s of Buffalo, N. Y., 
which has surrounded its city with 
branches (see page 20), can, no doubt, 
teach us all something about reaching 
this market. 

Another point to consider is that 
good customer relations with civic and 
social groups builds a good name for 
your store and the industry. 


Nori Feicke 
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There’s a 
Sphinx Paper for 
every office use! 


October 25 thru 28, 1958 

at the SECOND ANNUAL EXHIBIT of the 
EASTERN COMMERCIAL STATIONERY SHOW 
TS am Meola am a-Cel-mmlaloh a =leli lel iare, 


500 8th Avenue, New York City 
(Between 35th & 36th Streets) 


BOOTH 90-—2nd Floor 


240 West 18th Str : New York 41. N.Y. 
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“The average small businessman wastes 65 cents out of every dollar he spends for 


paperwork operations — and paperwork is the largest single maintenance cost 
of a company of any size, giant or tiny.” — Sylvia Porter, syndicated newspaper 
columnist. 

* * * * 


The specialty-store industry is not in good health and branch stores have not 
proved a panacea, (but) branch stores could be a greater boon to the operating 
performance of specialty stores if certain common errors were avoided and sound 
principles followed: (1) Base all decisions in opening a branch on adequate data, 
(2) Be sure that a sound organization plan is adopted, and (3) Make the proper 
division of buying and merchandising responsibilities between the central office 
and branch personnel, and use adequate merchandise planning and control systems. 
— Journal of Retailing, Summer, 1958. 


* * * * 


“The swivel chair has ruined more men than wine, women and gambling.” — 
Edwin B. Moran, past president of the Chicago Sales Executives Club. 


* * * * 


“It’s a depression-proof business,” says William D. Harris, greeting card publisher. 
“If times get tough, instead of sending each other gifts, people will exchange 
10-cent greeting cards.” 

* * * * 


“Most men equipping their offices are too much given to buying things in lots to 
save time and trouble,’ says Sydney Simon, Chicago interior designer. “The 
average businessman doesn’t realize that his staff spends more than half its 
waking hours at work, and that its whole mental outlook may be affected by 
dreary surroundings .. . . Even if someone with good taste in decor merely in- 
fluences the buyer to add a few good pictures and stimulating color in rugs and 
curtains, it’s a step in the right direction.” 


* * * * 


Many retailers are now using the sales meeting technique more frequently than 
ever before. — J. Gordon Dakins, executive vice president, NRMA. 





* * * * 





“Too many merchants today are serving numbers instead of human beings. We 
allow ourselves to take refuge in a fortress of statistics. We substitute cold figures 
‘for warm personal contact with people. Too many retailers have become not 
merchants, but ‘executives in charge of administration. What is lacking is the 
personal touch that the giants of retailing never abandoned.” — George W. Dowdy, 
Belk Brothers Co., Charlotte, N. C. 





* * * * 





Recent developments in furniture finishes, fasteners, adhesives and molded drawers 
and legs give indications that many of the obstacles to knock-down construction of 
pre-finished furniture parts can now be overcome.—-E. Sigurd Johnson, professor 
of furniture manufacturing and management, North Carolina State College. 





x * % * 





“You have seen the change from the lush days immediately following the war 
when we all had customers standing in line clamoring for the opportunity to 
take our merchandise away from us.” — Fred Maytag II, addressing home ap- 
pliance dealers. 
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: The - Art 3p s THREE GIBSON-ENGINEERED UNITS 
: incinnati ’ 50 a (as above, two feet, four feet and three feet long.) May be 

Rush my free Panoramic Display booklet. | want to see for 4 joined end-to-end in any combination and for any length. Only 
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[DUNEST COVZZVCOLS: GREETING CARD DEPARTMENT 











ITS 
iy be 
Only 
> and 
cK GIFT WRAPPING UNIT provides 
" tomatic display of all gift wrapping 
o merchandise. Four top drawers display 


fel or drum ribbon. Bottom two hold 
paper stock. Unit may be inserted at any 
point in the Panoramic display. 


Store} Planning Service of... 








GREETING CARD 
DEPARTMENT 


Gibson ... first again with the outstanding development in greeting card merchandising 

...the result of years of research. Two, three and four foot lengths are joined to create one 
continuous flow of greeting cards commanding your customers’ attention. No fixed 
separators, no double fixture ends... you gain 8% card display, decide the merchandising 





you wish... arrange and rearrange it at will. Each displayer is covered with magnificent 
grained Formica...more beautiful, more practical than wood. Gibson makes this 
finest of all greeting card departments available to your store. 





PARTY GOODS MART with fully- 
adjustable glass shelves. Unit highlights 
invitations, letterettes and other pack- 
aged items. Peg-board topper holds 
hanger packaged tallies and place cards. 
Drawers store reserve stock 


ART COMPANY e CINCINNATI 


37, OHIO 


12-TIER UNITS recommended where 
limited space is a factor in proper dis- 
play. Holds '/, more cards than 9-tier 
units. All units in both sizes have ad- 
justable levelizers to assure solid, floor- 
hugging fixtures. 


FILING CABINET DRAWERS 
keep stock fresh and neat. Dovetailed 
individual drawer units Formica 
facing. Double nylon ball bearing rollers, 
roll easily. Metal channels, self-locking 
base . . . drawers never tip or spill 








New Photocopy Process 1 
A new photocopy process called “Poly- 
Copy” has been announced by Cormac 
Photocopy Corp. With it, the company 
says, you can make five, twenty, any 
number of copies from one master, at 
a lower price per copy. The process is 
based on a new chemical invention. The 
negative sheet becomes a master from 
which any number of additional copies 
can be made, all as clear as the first 
copy. A Polycopier accessory for existing 
photocopy equipment retails at $79.50. 


Party Booklet 


A new 32-page 
idea booklet on 
party decorations 


and accessories has 
been announced by 
Dennison Manufac- 
turing Co. Entitled 
“Let’s Have a 
Party” and retail- 
ing for 50 cents, 
it has special sections dealing with child- 
ren’s and teen-age parties. 





Push-button Glue 3 


Nu-Glu is said 
to he the only all- 
purpose white glue 
in a push-button 
container. A paten- 
ted nozzle seals the 
container after each 
application, keeping 
the last drop as 
fresh as the first. 
Priced to retail at 98 cents for a 6-0z. 
container, it comes packed 12 cans in a 
self-dispensing counter display carton. It's 
a product of Flamemaster Chemicals, Inc 





Stamp Vending Machine a 

A new model 
Flatto Stamp Vend- 
ing Machine sells 
any combination of 
stamps for 10 cents 
in both columns. 
Four-cent stamps 
would sell two for 
10 cents. Net price 
is $39.50 FOB 
Miami. The Flatto 
Manufacturing Co. offers a 30 day money 
back guarantee and a three-year guarantee 
against mechanical defects. 





10 


Garment Racks 
A new line of 
garment racks has J 
been announced by 
the Borroughs 
Manufacturing Co. 
It includes wrap 
racks and wrap 
check racks in both A 
floor and. wall ; 
models. Among the 
features is a plated, 
mar-resistant, 3-way 
hanging hanger bar. 
The bar holds a basic number of hangers 
on the front side, or it can be reversed 
from back to front to increase capacities 
one hanger-per foot. For even greater 
hanger capacity, the top of the bar can be 
used. Hat shelves have three raised, non- 
dust-collecting apex ridges which help 
keep hats clean and in shape. Umbrella 
holders at the base are a functional part 
of the wrap rack models. All racks are 
finished in a choice of five colors. 





Coar Sha ta 


yr? RS 
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Gift Wrap Floor Stand 6 


A new Kaycrest 
gift wrap merchan- 
diser by Papercraft 
Corp. has a “gon- 
dola” design that 
keeps wrapping pa- 
per, foils, ribbons 
and gift trim items 
always in full view 
for maximum sales. 
, Items retail for 25 
cents to 98 cents and are pre-priced for 
self-service. There is no hidden back-up 
stock it’s all on display. Contents of 
this model merchandiser retail at $328.71 
The unit occupies 43” by 27” 





floor space. 


Side Chair 7 


A new aluminum 
side chair, No. 225, 
has been released 
by  Browne-Morse 
Co. as a companion 


unit to the firm’s 
No. 220 executive 
chair. Maintenance 


costs on the new 
side chair are said 
to be practically 
nonexistent due to the specially 
aluminum construction and durable up- 
Arms, seat and back have mas- 
sive foam rubber cushioning for fatigue- 
free comfort. 





fabricated 


holsteries. 





Counter Display 8 

This counter dis- 
play for its all- 
metal Skripriter 
ballpoint pens has 
been made available 
to retailers by the 
W. A. Sheaffer Pen 
Co. It holds 36 
pens and revolves. 
The display piece 
is sent free with each order for 24 Skrip. 
riters and 12 sterling silver tip refills, 
Shipments began in August. 


Floor Displayor 9 


A new__ model 
Swing-Wing Floor 
Displayor by Sv 
preme Steel Equip- 
ment Co. offers both 
mobility and ef- 
ficiency. The unit 
can be expanded; 
it holds from seven 
to twelve  swing- 
wings. Frames are 
finished in crinkle Antique Bronze with 
brown fillers of thumbtack board or closely 
woven fabric. Other models include wall 
pivot displayors, straight-line wall dis- 
playors, square end displayors and counter 
revolving displayors. 
Storage Boxes 

The Paige Co. 


has introduced a 
folding storage box, 








called “Miracle 
Box,” for  semi- 
active or dead 
records. The com- 


pany says its Miracle 
Box has extraordin- 
ary stacking strength 
and a unique, patented automatic folding 
action. The box is shipped flat and can 
be popped open for use in two seconds 
with no stitching, stapling, gummed paper 
or special skills required. It can be flatten- 
ed again when not in use. Sides and bottom 
are made of two layers of double-walled, 
heavy-duty corrugated and the boxes can 
be stacked to the ceiling without shelving. 
There are hand holes for carrying and 
telescoping covers which also can be flat- 
tened. 

While very durable, the Miracle Boxes 
are described as light weight and n0 
problem for office help to handle quickly 
and conveniently. They are made in & 
special 12" by 15” by 10” office size to 
hold legal size, standard papers or file 
folders. 
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To help you 











SELL MORE FILING SUPPLIES=— 









































OXFORD REPACKAGES! 


The most extensive repackaging program ever attempted 
by a filing supply manufacturer has been completed. 
Right now all popular items, and soon the full Oxford 
line will go to work for you in bright, new buy-appeal 
boxes . . . boxes printed in two striking blues for counter 
and shelf attractiveness . . . easy to keep clean boxes 
that give an atmosphere of store-wide quality. 

These modern Oxford packages meet today’s market- 
ing challenge. They sell your customer, large or small, 
on Oxford quality, they discourage substitution of 
low-margin, poor-quality filing supplies. New self-selec- 
tion packages put all the items on display counters that 
belong there. Guides, dozen packs of folders, index 
cards, and rol-labels . . . they’re all display packaged to 
stimulate store sales and boost your profits. 


If you are a full line Oxford dealer plan now for new 
profits with new packages. If you aren’t a full line 
Oxford dealer now is the time to climb aboard the 


274 


band wagon... with Oxford, “‘the first name in filing’! 


Oxford Filing Supply Co., Inc. 
6-11 Clinton Road, Garden City, New York 


FIRST NAME 
IN FILING 
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SHOW 


Bigger and 
the Craftint 
That’s what 
Get on 
and cash in on ouf 
... Every set att 
itself from your shi 
Card and Spe 
extra ingredient that 
a finer showcard, a 
Craftint-Devo 
PERFECT! Available 
colors in sizes ra 


packaged to move 
aftint-Devoe Show 
fum Colors add that 
es for a better poster, 
hore brilliant drawing. 
hcolors are POSTER- 
38 perfect-matched 
from the one-ounce 


jar to the gallon size. e following 3 sets: 


No. 6 Tem ard Assortment, 


6 colors 
lard Assortment, 
12 colors 


No. 12 Tex 
“16” Cole 
trum colors 


Perfect for thg eur artist... 


a4 


NC rattint 


THE CRAFTINT MEG. COMPANY 


NEW YORK CLEVELAND . 
Main Office 


1615 Collamer Ave. 


CHICAGO 


Cleveland 10, Ohio 


a 
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Metal Desk 


Lyon Metal Products, Inc, % 
entering the desk field with y 
line of general purpose : 
desks and tables. The line wilf 
sold through Lyon's rool 
established dealers. New items 

include a full size, 60” by 

double pedestal desk; 42” 

30” single pedestal desk; and q 
companion model 60” by 30” conference table. Some of the 
features are welded construction throughout, heavy duty linoleum 
top with beveled stainless steel trim, interchangeable drawers, 
silent nylon glides and recessed handles for streamlined appear 
ance. 


Portable Collator 


A portable collator for offices not 
requiring expensive equipment when 
gathering price lists, brochures and 
similar matter is offered by A. P. 
Heinz Co. It is designed to speed up 
manual paper gathering techniques. 
Made of aluminum, the collator weighs 
seven pounds and it will accommodate 
any size paper up to 17” by 14”. Each 
station holds 500 sheets of sixteen pound paper. Price is $37.50, 


Check File 13 


The Porta “Check” File, a sturdy 
steel cabinet capable of holding mote 
than 1,500 cancelled checks, has 
been added by Hamilton-Skotch 
Corp. to its home-office equipment 
line. The file comes complete with 
monthly index folders and a move 
able divider. Finished in hammer 
tone gray, it has an_ easy-carty 
handle and a handle plate with 
name place. It also has a lock and 

key. The Porta ““Check”’ File measures 9” by 9” by 41/4.” Suggested 
retail price is $3.98. There is a standard model available at $2.98. 


Triangular Ball Pen 14 

A triangular-shaped writing 
tool, a ball pen said to write 
like a fountain pen, is the first 
new product of the new Ever- 
sharp Pen Co. The new pen 
combines a secret high-density 
ink with a “honey-comb metal” ball-point. Darker, more legible 
handwriting with “character” and shading on the order of fountain 
pen writing is said to result. The new-type pen, called the 
“Fountain-Ball”, has a triangular-shaped barrel and a new ad- 
aptable, transparent ink cartridge. The “‘see-through” cartridge 
permits visual check of ink supply. The pen retails for 98 cents. 


Restyled Line 15 
Simplified Bookkeeping Systems 

and Tax Records by The Ideal Sys- 

tem Co. have been restyled. The line 

of loose-leaf one-volume _ systems 

offers special books for each of 198 

different businesses, _ professions, 

farms and ranches. All of the books 

and boxes in the line have been 

given a clean, modern look with 


contemporary gold stamping on red 
leather-grained covers. 
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Thousands of people will buy 
this dictionary for Christmas giving! 


Merriam-Webster is using the tremendous selling 
power of LIFE magazine to tell your customers 
that Webster’s New Collegiate Dictionary is an 
ideal Christmas gift. Millions of people will see this 
big color ad . . . thousands will be ready to buy! 


Be sure that you have plenty of stock on hand 
when the Merriam Christmas advertisement ap- 
pears in LIFE. To boost your sales, be sure that 
you take full advantage of the LIFE ad by build- 
ing a mass display of the New Collegiate in its 
eye-catching red jacket — together with other 
Merriam-Webster dictionaries. Dealers have found 
that a mass display of the New Collegiate during 


the Christmas season will increase sales of this title 
as much as 100%. 


Check your stock now and send in your order 
today. We’ll make immediate shipment. 


USE COUPON TO ORDER 


G. & C. Merriam Company, Springfield 2, Mass. 
Gentlemen: 


Please send me — — copies of Webster's New Collegiate 
(No. 9, indexed) and bill me @ $6.00 less trade discount. 


Check here if you would also like a copy of the 
Cc Merriam-Webster catalogue and discount schedule. 


Store Name 

Your Name 

Address 
ee 
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DUPLISTICKER 2 \avels for typewriter 


and mimeograph. Choice of 24 or 33 
addressing labels to each sheet, finest: 
gummed stock. 24-on sheets, 500 to a 
box, 33-on sheets, 25, 100 and 500 
sheet lots. 


DUPLIS NAP, carbon-interleaved labels. 
Made in sets of 2, 3, 4, 5 and 6 sheets, 
33 labels to each sheet, interleaved with 
smudge-resistant carbon. For use with 
typewriter. 


DUPLIQUIK, labels, special stock. for 


use with “Spirit” or “Liquid” process 
duplicating machines. Can also be used 
with typewriter. 33 labels on a sheet, 
packaged 100 and 500 sheets; 42 labels 
on a sheet, packaged 500 sheets. 











@® Reg. T.M.—U.S. & Canada 







EUREKA SPECIALTY 
PRINTING COMPANY 
Dept. SO - Scranton, Pa. 


Ei gt pA 
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Utility Stool 16 


“Kik-Step,”” a new utility step for 


’ 
s : , : 
ts, use in reaching high storage areas 
has been offered for new cop. 
? venience and safety in the home 
office or store. Made by Cramer 


Posture Chair Co., “Kik-Step” cap 
be rolled to wherever it is needed op 
three casters in the base. When 
weight is applied, the spring-loaded 
casters retract and the base “grabs” 
the floor. The slightest pressure de. 
presses the base so it cannot roll when in use. Top platform 
has ample room for both feet and a special cloverleaf design 
allows clearance for the toe when stepping up or down. Nine 
colors are available. 





Astrological Greeting 7 
A new type birthday greeting 
card with a horoscope recording Jthios : 
laminated on the back of the “4 + Happy, Benth 
two fold card is available from a 
Zolar Publishing Co. Inside, the re oe 
card contains poems pertaining 
to each astrological sign, regard- 
ing personality traits, etc., plus 
a place for the sender to write 
in his own or her own name, 
and a special “Happy Birthday 
Greeting” in large script. Each 
card is in full color and backgrounds are pastel. The recordings 
are by Zolar, astrologer. The cards retail at 35 cents each. They 
are packaged one gross to a carton, 12 of each sign, with display 
rack and sign, gratis. 






Guaranteed Ball Pen 18 


The newest automatic ball Pen-cil, 
being introduced by Venus Pen and 
Pencil Corp. is said to carry the 
world’s largest replaceable ink cart- 
ridge and the first guarantee to 
write a full 365 days, or a new te- 
fill free. The Venus “365” is des- 
cribed as looking like a pencil and 
writing like a pen. The non-skip 
ball Pen-cil has a jam-proof retraction design, the company says, 
a space-saving barrel, and it comes in eight decorator colors. It 
retails for $1.29. Refills, in medium or fine ball point with 
blue, red, green or black ink, are 79 cents. 





Improved Copier 19 


Rovico, Inc., producer of Foto- 
mate photographic copying machines 
says new features more than double 
the copying speeds of its equipment. 
A newly-designed developing unit 
and developing solution formula are 
said to be responsible for the in- 
creased operating speeds. The new 
all metal Rovico models also feature 
larger throat capacities of 12” in the 
Standard, 16” in the Executive and 
20” in the Copymaster. The increase in throat capacity permits 
the feeding of standard letterheads sideways instead of lengthwise, 
even in the smallest model — a factor in the faster speed. 
Rovico’s 20” throat model is described as the largest all-purpose 
photocopying machine on the market. The machines copy carbon 
or non-carbon based material in any color from any paper 
can make multiple copies. 





(Continued on page 60) 
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Morton Salt uses Dixon Ticonderoga Pencils... 
because they’re “worth their salt” in writing ease and efficiency! 














Food tastes better with Morton salt. And the “the salt of the earth’! If you want this top- 
Morton Salt Company writes better with Dixon _ level, top- profit business— order Ticonderoga 
Ticonderoga pencils. No wonder! Dixon and other best-selling Dixon products now! 
Ticonderoga pencils have been seasoned by 

many years of manufacturing know-how. They TICONDEROGA 

stay sharp longer— provide easier, smoother, ...a famous name in American History 
faster writing! 

Like Morton Salt, many other leading American DIXON TICONDEROGA 

firms consider Dixon Ticonderoga pencils ...a famous pencil in American Industry 


Six DOZEN = TIPPEO 
See Ethan Allen do a national 1388 D IX oR. | Ne 2 
selling job for you in ae oy NTT - 
Business Week, Newsweek, 


U.S. News & World Report, TIC OND E R O G A 


The Saturday Evening Post. 





Eth 
iia This package identifies America's favorite writing instrument! 


Pencil Sales Division (TM-11) The Joseph Dixon Crucible Company, Jersey City 3, N. J. 
DIXON PENCIL CO., LTD. Newmarket, Canada 
- - - for more details circle 184 on last page 
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THE CITY THAT DIDN'T EXIST A MONTH AGO 


Every 30 days the U.S. adds as many new Americans as 
live in Norfolk, Va.—creating brand-new wants and 
needs which must be satisfied. 


What does this mean to you? It means greater opportu- 
nities than ever before—in all fields. Home construction 
is expected to double by 1975. Power companies plan to 
increase output 250% in the next 20 years to provide 
the power for scores of new labor-saving devices. Cloth- 
ing suppliers predict a one-third increase in 7 years. 


With 11,000 new citizen-consumers born every day, 
there’s a new wave of opportunity coming. 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


. More people ... Four million babies yearly. U.S. popula- 
tion has doubled in last 50 years! And our prosperity 
curve has always followed our population curve. 


. More jobs ... Though employment in some areas has fallen 
off, there are 15 million more jobs than in 1939—and there 
will be 22 million more in 1975 than today. 


. More income . . . Family income after taxes is at an all- 
time high of $5300—is expected to pass $7000 by 1975. 


. More production . . . U.S. production doubles every 
years. We will require millions more people to make, § 
and distribute our products. : 


. More savings . . . Individual savings are at highest le 
ever—$340 billion—a record amount available for spent 
ing. 


. More research . . . $10 billion spent each year will pay ¢ 
in more jobs, better living, whole new industries. 


. More needs . . . In the next few years we will need $50 
billion worth of schools, highways, homes, durable equi 
ment. Meeting these needs will create new opportunities 
for everyone, : 


Add them up and you have the makings of another big 
swing. Wise planners, builders and buyers will act now 
get ready for it. 


FREE! Send for this new 24-page illus- 
trated booklet, “Your Great Future in a 
Growing America.”’ Every American 
should know these facts. Drop a card to- 
day to: ADVERTISING COUNCIL, Box 10, 
Midtown Station, New York 18, N. Y. 


Your 
Great Future 


(This space contributed as a public service by this magazi 
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OFFICE EQUIPMENT DEALER 
Washington, D. C. 
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Recent Internal Revenue Service regulations covering the new change 
in the Internal Revenue Code permitting small corporations to be taxed as 
partnerships indicates that non-incorporated stationers would do well to 
investigate the possibilities of incorporation. 





IRS officials say it is impossible to make any generalization as to 
just what proprietorship or partnership would benefit by incorporating. 
Details vary too much among businesses even in the same industry. Officials 
do, however, expect a large increase in the number of incorporated firms. 
Consultation with a good tax attorney is advised. 


There are two main advantages to the corporate structure -- limited 
liability and assured continuation of the business. Only business assets 
of a corporation can be seized to meet obligations; the shareholder's 
personal property cannot be attached. Also, a corporation does not have 
to be dissolved in the event of the death of a principle as is the case 
with a partnership. 


In the past, the high corporate tax rate has kept many small businesses 
from incorporating. It was with the goal of extending the benefits of in- 
corporation, without the ddsadvantages, that Congress voted the tax change 
to permit the small corporation the option of the alternative partnership 
tax. The option is available only to corporations with 10 or fewer share- 
holders. 


A new drive for a national resale price maintenance law is being 
promised for the next session of Congress by one of fair trade's leading 
supporters, Sen. Hubert Humphrey (D-Minn.). Sen. Humphrey, who is chairman 
of the Fair Trade Subcommittee of the Senate Small Business Committee, says 
he will feintroduce his bill immediately after Congress reconvenes on Janu- 


ary 7, 1959. 





Stationers contributing to the cost of off-street parking through 
special assessment by the city may now deduct the charges from their income 
taxes if the parking lot can be shown to be a reasonable business invest- 
ment, under a new ruling by the Internal Revenue Service. 





This marks the first time that any special assessment levied by muni- 
cipalities has been deemed by IRS to be tax deductible. Even before the 
ruling, the use of special assessments on nearby buildings to finance park- 
ing sites was growing. Los Angeles started using the method last year, 





reportedly the first large city to do so, though many smaller municipalities 
have been using assessments for parking lots for some time. 


"Reasonable business investment" will be defined liberally by IRS. 
Probably an advertisement or two mentioning the availability of nearby 
parking would be enough to establish deductibility of the assessment. 


The new parcel post rates which the Post Office is asking the Interstg@ 
Commerce Commission to approve range for a two-pound or less package from 
24 cents for local delivery to 64 cents in the eighth zone. The top parcel™ 
post weight of 70 pounds ranges from $1.60 for local delivery to $12.26 in 
the eighth zone. 





The Post Office is also preparing to ask the next Congress for anotherg 
general increase in first, second and third class mail rates. Congress, 
however, is not expected to approve another increase, preferring to wait ang 
see what reduction in the postal deficit the last increase brings. 


The modest recovery in economic activity continued in September, ac- @ 
cording to the latest report of the President's Council of Economic Adviserg 





The Council reported to the Congressional Joint Economic Committee that 
the Gross National Product -- the broadest business barometer -- showed an § 
increase for the first time since 1957 to an annual rate of $429 billion. 
This, however, was still well under the peak of $441.2 billion reached in 
the second quarter of 1957. 


The darkest side of the report was the continued high unemployment rat@ 


particularly in the manufacturing industry. The brightest side was the 
amazing showing of personal income statistics which reached an all-time 
high of about $356 billion (annual rate) in September. 


At a recent meeting of the Business Advisory Council, top industrial- 
ists informed Sinclair Weeks, Secretary of Commerce, that the business 
recovery is both general and strong, and should continue into 1959. 


Government spending continues to be a strong prop to the economy. 
For the first two months of the current fiscal year, expenditures by the 
Federal Government were up 4.3 percent above the same period last year. 
This increase was registered despite a decline in military spending, which 
was off 5 percent from July and August of 1957. Red ink figures for the 
two months added up to $1.3 billion. For the same period in fiscal 1957, 
Government income was only $300 million less than its spending. 





A sizeable spurt in military expenditures is foreshadowed. The 
July-August annual rate was only $38.4 billion, while the estimate for the 
entire fiscal year is $40.8 billion. 


The General Services Administration is ready to implement changes in 
procurement laws voted by Congress to aid small companies selling to local 
Government installations. 





The new law raises to $2,500 the dollar limit on orders which can be 
placed with local merchants in a community by federal agencies without goingy 
through the complicated bidding-buying procedure. 

















MOREAOMORE/ANOMORE 


sales ammunition for Burroughs dealers! 


the revolutionary M&V . ae a new bargain-priced, electric Burroughs 
plastic-base Nu-Kote \~ ten key adding machine, retailing for just 
carbon paper. It’s set- $209.50 (plus applicable taxes). It’s true 
ting new sales records Burroughs quality with many de luxe- 
every day! model features! 


a new and high-quality Burroughs cash the expanded line of Burroughs ten key adding 
register at a new low, low price—$198.50 machines now available to dealers, including 
(plus applicable taxes). Accurate, hand- models with capacities up to a billion dollars. 
some and durable—a true value that will Now there are ten key adding machines to 
bring big sales! satisfy every customer need! 


That’s how Burroughs is giving all-out sales support to dealers! New products 
for new markets, competitively priced to send sales soaring. 


Now Burroughs dealers have something for everybody—from bargain specials 
to de luxe models. How about you? Whether or not you already handle 
Burroughs products, look into this lucrative profit picture from all angles. 
For full dealer information, write Dealer Sales Department, Burroughs 
Corporation, Detroit 32, Michigan. 


Burroughs adding machines and cash registers. 
Burroughs—TM. 
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Here's how Safeguard eliminates your 
customers' wa/lting-ftime irritation ! 


cent ex] 
friend. 

If your customers have ever waited for a vital paper while equipment in the world. A dynamic, year ’round national a} make a 
mounting minutes played havoc with their good nature, they'll vertising campaign in leading news and business magazinesand} from tl 
be interested in Safeguard, Globe-Wernicke’s engineered, time a power-packed Sales Aid Program develop local impact for} no smil 
and motion-saving, color-keyed filing system. Five different you. Write today for information on all the advantages of s4 _ satisfy. 
filing systems, each so simple anyone can learn the procedure curing a valuable G/W Franchised Dealership that can lead (I hesi 
in minutes, tailor Safeguard to all your customers! And, Safe- an entirely revitalized business for you. happen 
guard’s components (letter or legal size guides and folders) fit r what I 
any filing drawer or cabinet with no special equipment needed. Brn wrappe 

Safeguard’s exclusive features assure your customers a filing : SS single \ 
system that provides instant, automatic record control, speeds The 
up filing and finding, cuts down on errors, lowers clerical costs a The st 
for increased office productivity and efficiency. THE GLOBE-WERNICKE CO. * CINCINNATI 12, OHIO 

As a Globe-Wernicke Franchised Dealer, you sell the Safe- 


guard System as well as the most complete line of metal business remember . . . success depends on the strength of your line 





how t 


appear 
for co 


* 


“ SAFEGUARD is my choice, because “ SAFEGUARD is my choice because it’s so “ SAFEGUARD is my choice, because 


any information or correspondence I simple to follow that it takes less time to do the it keeps our files under control at 


need from the files, gets to me fast. filing. Safeguard’s color-keyed tabs flag in- times, and makes it easy to 
‘Out guides’end missing papers too!” stantly just the folder I want.” our filing operation.” 
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ie ommon courtesy among those 
working in a retail outlet is some- 
thing, I'm sure, we all consider es- 
sential to a sound business, Each of 
you, as a dealer in the stationery and 
| office equipment field, doubtlessly in- 
| sists on careful adherence by your em- 
ployees to the strictest rules of busi- 
ness etiquette. Certainly you should. 

Yet, how many dealers in our in- 
dustry can accurately and positively 
state that their customers are receiving 
the kind of treatment they (the deal- 
ers) want them to have? 

I pose this question because of a re- 
cent experience in the store of a close 
friend. I entered this store simply to 
make a minor purchase. There was 
from the clerk absolutely no greeting, 
no smile and certainly no concern to 
satisfy. I asked for the item I wanted 
(I hesitate to think what might have 
happened had I not known precisely 
what I wanted.) It was slapped un- 
wrapped into my hand, and the sale’s 
single utterance made: ‘‘Ninety-eight.”’ 

The real point of the story follows. 
The store’s owner was doubly shocked 
when I related the story to him later. 
He was disturbed because any clerk of 
his had performed in such a manner 
but was overwhelmed to learn the 
identity of the person involved. He 
had figured this particular person to 
be most congenial. 

In view of this experience, and sub- 
sequent conversations with other deal- 
ets who are concerned about the mat- 
ter, this area of business courtesy and 
how to maintain it in your operation 
appears to me to be an important topic 
for consideration by all of us. 

On the surface it looks like a tough 
one, too. After all, most of our oper- 
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In my Opinion 


Simple Rules, Big Payoff 


ations today are too big to be person- 
ally monitored, And, the away-from- 
business problems and pressures of our 
employees are uncontrollable by us. 

It seems to me that one answer lies 
in the establishing of a few small, 
common rules of courtesy within your 
operation. I’m not referring to any- 
thing fancy. I believe that if just a few 
everyday courtesies, which your em- 
ployees generally follow anyway, are 
made mandatory — as much a part 
of your system as punching the cash 
register — the importance of the per- 
sonal attitude factor will be reduced 
and the need for policing eventually 
eliminated. 

Wouldn’t you rest easier in your 
office if you knew each customer was 
being thanked for his purchase, that 
each complaint was being properly 
handled and that other courtesies were 
being extended to your customers. 

Along these lines, then, how about 
these for specific, simple rules to try. 
They cover little things, but the pay- 
off, I'm sure, can be big. 

1. Always employ some salutation 
when first encountering a customer. 
Besides being basically courteous, it 
focuses the attention of the customer 
on you before you ask further: “Can 
I help you?”. . . or whatever is ap- 
plicable. 

2. Always thank the customer for 
making a purchase. The cash register 
should never ring without an accom- 
panying ‘Thank you.” 


3. Leave the customer's money in 
sight while you make change. This 
avoids mistakes and misunderstandings 
and the resultant area where dis- 
courtesy can easily creep in. 

4. Give every complaining customer 
a complete and sincere hearing. Com- 
mon courtesy, of course, but wise for 
you on another basis, too. Even if a 
complaint is poorly founded, you'll 
never know until you hear it. 

5. Have definite charge and check- 
cashing rules posted. It is embarrass- 
ing to many people to inquire about 
things of this nature. You can do 
them a courtesy by posting the infor- 
mation. Again, you also avoid the 
chance for misunderstanding. 

There are, of course, many more 
simple rules that when applied over 
and over will become part of your 
business procedure. 

Similar rules can be supplied your 
outside salesmen on a mandatory 
basis, but I suspect the lack of courtesy 
is less prevalent among them. After 
all, they are operating in someone 
else’s office or store. Also, it would 
be difficult to police outside men. 

So, ask yourself if your customers 
are being treated as you'd like for 
them to be. Are you sure? If not, try a 
few simple, mandatory rules. Watch 
them become habit. Watch them ex- 
pand to other courtesies. And then, 
stop worrying whether your customers 
are being treated with courtesy. You'll 
be sure they are. 


Maceth? Shivedy 
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Map shows where five outlying stores and two downtown stores 
of Ulbrich's are located. 








l | Ibrich’s in Buffalo, 

N. Y., was found. 
ed shortly after the 
Civil War as a book- 
store. A few years after 
it opened, it was the 
first firm in Buffalo to 
sell fountain pens. At 
that time social station- 
ery lines were begin- 
ning to play a major 
role in its business. Of- 
fice supplies and equip- 
ment came later, though 


Ulbrich’s of Buffalo, with six new stores 

in ten years, considers the development of 
branch store business “the salvation of the 
downtown stationer.’’ How Ulbrich’s locates 
stocks and manages its several stores is 
discussed in this interview with Walter 


Miller, president of the firm 





Walter Miller, President 
Otto Ulbrich Co., Buffalo they now play the 


major role. 
About ten years ago, management 
Ulbrich's newest branch is this one at the Thru-Way Plaza Shopping Center, the most at Ulbrich’s began to take note of 


modern and most elaborate of all the branches. Instead of display window, this 


det the increasing suburbanization of Buf- 
store has picture window giving unobstructed view of entire store. 


falo’s population. 

Observing that the suburban areas 
around Buffalo were beginning to 
——— - play an increasingly important part in 

the business life of the community, 
Ulbrich’s launched a program of ex- 
pansion that made its neighbors stand 
up and take notice. 

Ulbrich’s opened its first branch 
near the University of Buffalo, on 
the northeast edge of the city, in 1958. 
This venture proved so successful that 
the firm has since opened five other 
new stores. These, with the exception 
of a small downtown service store 
designed to supplement the main 
store, form a semi-circular ring around 
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The first branch store opened by the company, near Buffalo University, was recently expanded 
ond remodeled. 


tionery store, which Mr. Miller feels 
is well-nigh infallible, is whether or 
not it will contain a branch of a major 
department or variety store. Such a 
store is, in his opinion, the best pos- 
sible traffic puller for a shopping 
center, and insures that sufficient 
traffic will be assured to ring up a 


falo, J the city on the land side, and are 
und- # iocated on or near all principal ap- 
the § proaches. 

ook- | The firm attributes its success 
ifter | in opening and_ establishing 
the branches to the great care it has 
0 to taken in selecting locations, and 
At to the careful planning that has 


ion- gone behind the opening of each good volume in stationery supplies. 
gin store. 
ayer “Site selection is of primary im- 


Of portance in establishing a successful 
aip- branch,” says Walter Miller, presi- 









Even though a department or dime 
store is a potential competitor on 
many items handled by a stationery 
store, Mr. Miller says that his firms 
would much rather compete with such 
a store than enter a shopping cen- 
ter which did not have one as a 
customer attraction. 

“What competition does exist be- 
tween us and such a store,’ he says, 
“we are usually able to meet by han- 
dling better grade merchandise. With- 
in our branch of business we can give 
better quality, better service, and a 
more congenial atmosphere. The sta- 
tioner is a specialist, and need not 
ever be afraid to compete with a dime 
or department store in his own chosen 
field.” 

Each branch store of 
a small scale replica of the main store, 
located in downtown Buffalo. The 
branches carry about 75 percent of 
the items carried in the main store, 
though only a fraction of the stock. 
The items handled will tend to be the 
fastest moving items at the main store, 
although each branch has its own 
variations in turnover. Just as in the 
main store, the method of sales ap- 
proach is somewhere between clerk 
service and self service. Just about 
every item sold by an Ulbrich store 
is on open shelves, 


Ulbrich’s is 
























































ugh J dent of the firm. “There are a lot of 
the J little neighborhood shopping centers 
springing up everywhere, but only a 
lent fool would tread in them, as far as 
of the stationery business is concerned. 
ut- | Most of these appeal to a very limited 
dlientele. Our business is not profit- 
eas] ale enough for us to go into such 
© centers. We need volume, and can get 
2 it only in the larger centers.” 
ity, Mr. Miller estimates that any given 
= customer of a shopping center will 
ind not be likely to visit the stationery 
store more than once or twice a month. 
ich This means that only in a very large 
S center will customer traffic be suf- 
8. ficiently great for a stationery store 
hat to do a substantial volume. But the 
- size of the center is not the only de- 
es termining factor in selecting a store 
we site, 
in , abst: : 
nd One gauge of the Suitability oF a The firm believes not only in expanding to the suburbs, but also in constantly improving the 


shopping center as a site for a sta- 
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main store downtown. This is one of the two downtown stores. 


21 

















Basement floor of 
the Plaza store has 
its own checkout 
counter, shown here. 
The main floor is 





























devoted mostly to 
social stationery, 
gift items and greet- 
ing cards, 


The inventory at Ulbrich branches 
is much larger, Mr. Miller observes, 
than was originally anticipated or 
planned. At the opening of its first 
branch, a relatively small inventory 
was on hand. Demand soon forced 
this branch to carry stock on a much 
larger scale. 


Plaza store. 










































The stock in any given store 
will vary to a certain extent from 
that in another. Although all basic 
stationery items are handled by 
each store, different stores will 
concentrate on different items on 
the basis of nationality differ- 
ences, and income and sophistica- 































Office equipment and supplies occupy this half of the basement at the Thruway 
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tion levels in the communities jp 
which they are located. 

Each store manager works with the 
coordinating merchandise manager 
Tony Paul, in selecting the stock he 
wishes to handle. In addition to Staple 
items, each manager takes on a sam. 
pling of new merchandise as it is in. 
troduced to the main store, and de 
cides on the basis of turnover what 
items he wants to continue in stock 
and how much of any given item 
he can sell, Mr. Paul spends a lot of 
his time in the branch stores, working 
over stock problems with the various 
managers. 

In a branch store in a primarily resi- 
dential suburban area, Mr. Miller ob- 
serves, a stationery firm cannot hope 
to be completely successful with just 
the basic office supply and_ social 
stationery items. Things for the home 
are also essentials, if only to encourage 
customers to come in and browse. A 
well rounded line of such items will 
consist primarily of moderately priced 
gift items, lamps, children’s books, toys 
and games. These items generally have 
a ten or fifteen dollar top, most fall- 
ing into the one, two or three dollar 
categories, 

How are office supplies and equip- 
ment doing in the branch stores? 
Surprisingly well. “You might be 
amazed,” Mr. Miller says, “at the 
number of commercial office filing 
cabinets we sell, just to quote a single 
example. Our branch stores capitalize 
on the increasing trend among modern 
homemakers to include a home office 
in their building plans. We keep 
sample files, desks and similar equ’p- 
ment on our floor at all times.” 

In addition to the above, and s0- 
cial lines and books, other items that 
comprise a sizeable share of sales vol- 
ume in the branch stores are art ma- 
terials, film and photo supplies, greet- 
ing cards and portable typewritets. 
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The art departments in all branch 
gores have had to be expanded. 

New departments are not normally 
added to branch stores until they have 
first been tried out in the main store. 
The firm is currently sampling a 
phonograph record department, con- 
gsting of a medium priced line of 
popular tunes and light classics. This 
line may soon be sold in some or all 
of the branch stores as well. 

“The nice thing about branch stores 
in suburban areas,” Mr. Miller says, 
‘is the fact that you can get the maxi- 
mum markup, and can operate with- 
out the extra cost of carrying accounts. 
Although we offer credit at all of our 
sores, most business in the branches 
is cash and carry. Customers drive up 
in their cars or ranch wagons and 
pick up even such heavy articles as 
file cabinets, saving us delivery costs. 
The cost of operation is much lower 
in our branch stores than in our down- 
town stores.” 

Most of the clerks in the branch 
stores are women, who generally work 
part time only. Their working hours 
ate quite different from those of 
derks who work in the firm’s two 
downtown stores. The branches which 
are located in shopping centers are 
generally open from 12 to 9, with 
peak hours falling between 5 and 9. 

What Ulbrich’s began ten years 
ago with a certain hesitation and in 
a spirit of experiment, has resulted 
in substantial business growth. The 
firm plans to continue opening 
branches as new suburban communi- 
ties sprout up that seem deserving of 
attention. Traffic in the two down- 
town stores, also, has picked up as 
popularity of the branch stores spread 
the Ulbrich fame. 

Mr. Miller sums it up aptly: “Buf- 
falo’s not standing still. Ulbrich’s is 
going with it.” 
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Basement level of 
Ulbrich's new Thru- 
way Plaza branch is 
devoted to school and 
art supplies, com- 
mercial stationery 
and office equip- 


ment. 



















Richard Schadel, 
manager of the 
Plaza branch, and 
Tony Paul, sales co- 
ordinator for the 
whole firm, discuss 
inventory problems. 
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Dealer problems were thoroughly ] view on 

aired at the business meetings and | five-day 

Balcony view of the Conrad Hilton’s grand ballroom shows some of the exhibit space helpful new projects were outlined were a 

that could be added this year by scheduling the exhibit and busi i on for NSOEA members. Hedmat 
separate days. 


William R. Diehl, Jr., retiring | Minn.; 


STREAMLINED NSOEA SHOW || 
Attracts 13,613 


Dealer problems were given more concentrated 
attention than ever at this year’s annual 
meeting, after three busy days of exhibiting 
were concluded. A number of new projects for 


NSOEA members were presented 








So ordered! John B. Brain, Omaha, was 
as relaxed as could be expected at the 
moment of his election as president of 
NSOEA, 
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NSOEA president, and Charles M. 
Mortensen, new general manager, 
yreed that the Association is in 
«cellent health with a membership 
ain of 290 in the past year and a 
' fund of close to half a 


reserve 

nillion dollars. Mr. Mortensen des- 
cibed the reserve as ‘financial 
muscle’ with which to undertake 


sew and better programs. Mr. Diehl 
aid the reserve was big enough to 
arty NSOEA through a full year of 
operation with no other income. 

Reporting on his 20,000 miles of 
travel during the past year, Mr. 
Diehl said attendance at NSOEA 
regionals was slightly down in 1958. 
At the time he spoke, there had been 
no decision about keeping the new 
Convention format. 

“Ours is a highly photogenic in- 
dustry,” Mr. Mortensen commented, 
in giving his first impressions after 
thee months with NSOEA. “Our 
products have good looks,” he said, 
‘and one thing we need is more in- 
dustry public relations.” 

A highlight of the business ses- 
sions was the Mike Wallace inter- 
view on October 1, final day of the 
five-day meeting. Those interviewed 
were a dealer, Bob Jerue, McClain, 
Hedman & Schuldt Co., St. Paul, 
Minn.; a manufacturer, Carl W. 


Three of NSOEA’s young “elder 
statesmen” listen intently to a 
discussion of freight costs. They 
are, left to right, Leonard Wilcox, 
Ivan Allen, Jr., and William Diehl, 
Jr., the three immediate past 
presidents. 


Priesing, Venus Pen & Pencil Corp.; 
and a large consumer, C. F. Odgen, 
vice president and purchasing agent 
for The Detroit Edison Co., Detroit, 
Mich. 

Sources of friction, mostly minor, 
were uncovered in the questioning 
by Mike Wallace and by members of 
the audience. A familiar thorn in the 
side of retailers is the policy some 
manufacturers have of selling direct 
to consumers when the stakes are 
high enough. 

Minimum order and broken box 
charges are another source of fric- 
tion. Several dealers asked that they 
be treated by manufacturers the same 
way they themselves treat the consum- 
ers. If an account is profitable over 
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John B. Brain, Jr., Brain's Store, Omaha, Nebr. 


Vice President, Distributors Division 
W. Neill Stewart, Jr., Stewart Office Supply, Dallas, Texas 


Vice Chairman, Distributors Division 
Robert M. Sanford, Sanford-Hall Co., Jacksonville, Fla. 
Vice President, Manufacturers Division 


Vice Chairman, Manufacturers Division 
Norman Hano, Philip Hano Co., Inc. 
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Joseph B. Runnels, Commercial Ofice Furniture Co., Washington, D. C. 


Marsh S. Marshall, Ginn's Stockett-Fiske, Washington, D. C. 
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the long run, don't penalize him for 
the occasional order that costs more 
than it’s worth to process. 

The purchasing agent’s main com- 
plaint was that dealer salesmen are 
lazy. “They rarely come in,” said Mr. 


Odgren, “with a constructive idea 
or with a new product that will help 
us do a better job.” 

Unkept delivery promises and 
poorly trained field men were two 
other areas in which the dealer 
spokesman found fault with manu- 
facturers. Mr. Priesing, in turn, said 
a better ordering system by dealers 
would eliminate the guesswork for 
manufacturers and make possible 
more prompt delivery. 

Consumers and retailers alike 
asked for a uniform discount policy. 
New NSOEA Projects 

Details of three new Association 
projects were given to members dur- 
ing the Chicago Convention — a 
sales management program, a major 
medical insurance program and a 
new program of advertising aids for 
dealers. 

The sales management plan, de- 
veloped for NSOEA by the manage- 
ment consultant firm of Harbridge 
House, was described as the most 
advanced and far-reaching project 
ever presented by the Association. 

Eighteen months of research on 
specific selling problems in the sta- 
tionery industry will bear fruit in 
the first three months of 1959 at 
seven five-day seminars when the in- 
formation is passed on to dealers 
and their sales managers. Only 30 
people can be registered at a seminar 
and the material covered will be 
the same at each of the seven courses. 

The areas to be covered include 
pricing, product line decisions, estab- 
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NSOEA SHOW 


lishing marketing goals and _ sales 
quotas, managing and evaluating 
sales personnel, sales training and 
development and the motivation of 
salesmen. 

The first seven seminars will be 
Jan. 11-16, Athens, Ga.; Jan. 18-23, 
Houston, Texas; Feb. 1-6, Pebble 
Beach, Calif.; Feb. 8-13, Harrison 
Hot Springs, B.C., Canada; Feb. 22- 
27, Oberlin, Ohio; March 1-6, 
Omaha, Neb.; and March 15-20, 
Hershey, Pa. 

A new program of advertising 
aids, still in the development stages, 
was outlined by Homer Smith, 
NSOEA merchandising manager. It 
will be an art and layout “‘clip ser- 
vice’ which dealers can use to make 
up newspaper ads and mailing pieces 
by pasting up seven different basic 
modular sizes of product illustra- 
tions and copy space in an unlimited 
variety of arrangements. The manu- 
facturers’ division voted to support 
the new ad program by furnishing 
product illustrations. 

The major medical insurance 
coverage being offered to dealers 
and their employees was explained 
by Paul Burbank, who commented 
that fringe benefits nowadays aver- 
age out to roughly a 27 percent ad- 
dition to the payroll itself. He said 
the medical insurance plan, which 
had been announced only a few 
weeks earlier, already had one-third 
of the required number of par- 
ticipants already signed. NSOEA 
hopes to have the required par- 
ticipation in time to start coverage 
early in 1959. 

Three Divisions Meet 

A lively panel program at the dis- 
tributors’ session was one of the high- 
lights of the three NSOEA divisional 
meetings at the 1958 Convention. 
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Art Embden, left, western sales man- 
ager for the M. G. Wheeler Sight Light 
Co., is congratulated by Don Fischer, 
editor, on winning MODERN STATIONER 
CONVENTION DAILY’s “Win a Mink” 
contest. His wife, Annalisa, had her 
mink stole in Los Angeles less than a 
week after the convention. 





Two charming ladies, Mrs. John €E. 
Schneider and Mrs. Robert Sindelar, of- 
ficiated at the drawing in which four 
exhibitors gave away a $1,000 office. 
The winning card was that of C. Som- 
mers, Sommers & Bernhardt, Racine, 
Wis. The giveaway was sponsored by 
E. W. A. Rowles, Peerless, Delta Prod- 
ucts and Blair Aluminum Chair Co. 





Winfield White, 
ery & Bank Supply, Ponca City, Okla., 
studies charts giving total NSOEA deal- 
er volume by product category and by 
geographical area. 


Southwestern Station- 


The dealers also heard Frank Cush. 
man, NSOEA freight consultant, tel 
them what they can do about shipping 
costs that have doubled since World 
War II and are still rising. 

“Each dealer,’ he said, “has to be 
his own traffic manager and a good 
first step is careful use of the NSOEA 
Freight Classification Manual to find 
the correct nomenclature and the low. 
est rates.” 

As far as results are concerned 
he pointed out, a $700 saving in 
freight costs is equivalent to the profit 
on $23,000 in additional sales. 

Direct selling by manufacturers and 
the pros and cons of a minimum order 
charge came in for a great deal of 
discussion during the panel program, 
Other topics were the method of pay- 
ing salesmen, the copying machine 
market, the trend toward automation 
and electronics in banks and the dif. 
ficulty of achieving an adequate sales 
followup system. 

Moderator of the panel was Ivan 
Allen, Jr. Three other dealers on the 
platform, William Kistler of Denver, 
Raymond P. Lewis of Flint, Mich, 
and Earl Story of Tyler, Texas, were 
joined by the NSOEA general manager 
and the Association's legal counsel. 

The manufacturers at their meeting 
indicated general acceptance of the 
new exhibit format, with depatt- 
mentalization by product category. 
They agreed that more exhibit time 





New facts about the industry are pre- 
sented by Dr. Ralph D. Cies, NSOEA re- 
search consultant. 
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ws desirable and they suggested a 
wturday morning opening rather than 
Gturday noon, 

Travelers of the field division dis- 
assed election procedure and decided 
fat, in the future, each of the 14 
Tavelers Clubs will submit the name 
fa candidate for national office so 
tht the nominating committee can 
ye more discretion in assuring that 
the final candidates will represent dif- 
ferent geographical areas each year. 


Paul Mills, oral communications 
consultant, told the Travelers that the 
voice should be used like a stringed 
instrument and that “you can’t get 
variety with your mouth closed.” 
Review of Speakers 

The business outlook is good and 
the way we communicate with others 
is one of the most important things 
in business — these were some of 
the themes covered by speakers at 
the NSOEA meeting. 


Economist George Greening told 
the group that the United States 
economy should be back to its previous 
high by March or April of 1959. He 
said low inventories constitute the best 
single sign in the current economic 
picture. 

Both Dr. Bertrand Klass and Dr. 
George D. Heaton emphasized the im- 
portance of proper communications in 
motivating sales people. One called it 
“human engineering” and the other 





Awards and Honors 


ips winners of six Association 
contests and the names of seven 
new honorary members of NSOEA 
were announced during the annual 
banquet, presided over by Charles M. 
Mortensen, general manager. 

National ‘Dealer Salesman of the 
Year” honors went to Gene Con- 
nell, salesman for the New Mexico 
School Supply Co., Albuquerque, N. 
M. He was the entry from Region 
10, sponsored by the Rocky Mountain 
Travelers Club. He received his sterl- 
ing silver cup from Ivan Allen, Sr., 
donor of the award, and his name 
will be inscribed permanently on the 
Ivan Allen Trophy in Washington. 

Mrs. Scott Summerville, Summer- 
ville’s Inc., Akron, Ohio, and wife of 
the Region 5 governor won the Clegg 
Advertising Trophy for the best dealer 


THE & - i hae 
tH? tll jf: Uh . 


Mrs. Scott Summerville of Akron, Ohio, 
wife of the governor of Region 5, re- 
ceives a check from Charles Mortensen 
for winning first prize in NSOEA’s deal- 
er advertising competition. 
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advertising program of the year. 

The best idea for the improvement 
of the industry came from Fred E. 
Pfaff, Duke, Inc., Wichita, Kans. He 
won the Garvin-Wolcott Award of 
$100 for a suggestion that the in- 
dustry sell itself as a good place in 
which to work through advertising in 
college newspapers. 

The $100 prize for the outstanding 
store modernization project of 1957- 
1958 went to T. Wayne Davis of 
Latta’s, Inc., Waterloo, Iowa. 

Region 13 swept the honors in the 
Governors’ Contest and the Travelers 
Club Contest. Al Pickar, serving his 
second term as governor there, ac- 
cepted the trophy for the greatest in- 
crease in district membership. Emil 
Contreras, president of the Metropolli- 
tan Travelers Club, received the 





T. Wayne Davis of Latta’s, Inc., Water- 
loo, lowa, smiles after winning $100 
prize for the outstanding store modern- 
ization project of the past year. At the 
speaker's stand is Mr. Mortensen, emcee 
for the Annual Banquet. 





Accepting his trophy as “Dealer Sales- 
man of the Year’’ is Gene Connell, New 
Mexico School Supply Co., Albuquerque. 
The award was made by Ivan Allen, 
Sr., right, donor of the trophy. 


Travelers Cup for active cooperation 
with the Dealers Division of NSOEA. 

Honorary memberships went to five 
dealers and two NSOEA staff mem- 
bers. The dealers are Joseph C. Run- 
nels, Washington, D. C.; Grant 
Howard, Tucson, Ariz.; Morris E. 
Hansell, New Orleans, La.; Paul B. 
Buckwalter, Holyoke, Mass.; and 
Adrian H. Pembroke, Salt Lake City, 
Utah. 

Rose Cushman and Paul Burbank 
are the NSOEA staffers who received 
honorary membership. Miss Cushman, 
who has served the Association for 30 
years, also received a gift of a tele- 
vision set. As a gesture of gratitude 
for his 12 years as NSOEA general 
manager, Mr. Burbank is receiving 
4,000 seedlings for ‘Friendship 
Forest’’ on his farm in Maine and a 
plaque stating that there is a tree for 
each of his friends in NSOEA. 
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The man in the middle is a consumer, C. F. Ogden, purchasing agent for The Detroit 


Edison Co. 


At his left is Robert S. Jerve, St. Paul, Minn., dealer and at the right 


is Carl W. Priesing, Venus Pen & Pencil Corp. The three were interviewed by Mike 


Wallace of TV fame. 


advised stationers to “deal with every 
human situation in such a way that 
you increase a man’s desire to help 
you rather than create hostility.’ Dr. 
Heaton recommended a program of 
self-appraisal for self-improvement so 
that corrective action can be initiated 
by employees themselves. Have em- 
ployees list their own failings, he said, 
and let them set their own goals to 
correct them. 

Arthur H. (Red) Motley presented 
a collection of selling techniques 
gathered in a lifetime of selling — all 


designed to create what he called a 
good selling climate. 

In their special Sunday morning 
service, NSOEA delegates were told 
it is more important to conquer inner 
space — “the human heart’? — than 
to conquer outer space. The speaker 
was Dr. George K. Schweitzer. 
Research Results 

The distributor members of NS- 
OEA do a billion dollars worth of 
business a year, according to figures 
presented by Dr. Ralph D. Cies, the 
Association’s research consultant. 





Allied Meetings Held in Chicago 


A series of allied meetings were 
held in Chicago just before the 
opening of the NSOEA Convention- 
Exhibit. Among these were gatherings 
of the Fountain Pen & Mechanical 
Pencil Manufacturers Assn., the Hand- 
writing Foundation and the Whole- 
sale Stationers Assn. 

Wholesale stationers heard of a 28 
percent increase in all kinds of whole- 
sale establishments in a recent seven- 
year period and they discussed what 
this has meant for dealers, in lower 
inventories and in less time spent on 
buying functions. Details of the WSA 
session appear in the “As I See It” 
column by Donald Frey, on page 71, 
in this issue. 

Scripto’s Charles K. Lovejoy re- 
viewed market trends at the Fountain 
Pen & Mechanical Pencil Manufac- 
turers meeting. His figures covered 
total unit sales, dollar sales and aver- 


age sale price for fountain pens, me- 
chanical pencils, ball pens and desk 
set dip pens, While fountain pen unit 
sales were levelling off, he noted, 
ball pen sales have increased sixfold 
since 1951. 

Educators and businessmen called 
for a “greater respect and admiration 
by adults for the art of handwriting” 
at the meeting of the Handwriting 
Foundation. Members were told that 
handwriting has fallen to a low es- 
tate because it no longer is the mark 
of an educated person. The Founda- 
tion gave its fourth annual award to 
Brother Bernard Peter in recognition 
of his work toward better handwrit- 
ing in Christian Brothers schools. 
Sponsors of the Foundation welcom- 
ed a proposal that they join the Paper 
Stationery and Tablet Manufacturers 
Assn. in the annual promotion of 
National Letter Writing Week. 
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By category, the total sales figures 
are $393 million in commercial Sup. 
plies, $280 million in office furniture 
$72 million in business maching 
$118 million in printing and printed 
forms, and $137 million in social sta. 
tionery, greeting cards and sim'ly 
merchandise. 

A further breakdown showed what 
share of the total market was being 
served by the 2,500 distributor mem. 
bers of NSOEA. This figure ranged 
from 50 to 60 percent in the case of 
furniture and supplies to 4 percent in 
the case of machines. 

The size of the stationery and of. 
fice equipment market is growing 
constantly, Dr. Cies pointed out. The 
percentage of the total United States 
work force in offices has risen from 
25 percent in 1950 to 33 percent in 
1957, a percentage that now accounts 
for 22 million clerical and profes. 
sional people. 

Other research on operating costs 
indicated that the average gross mar- 
gin for NSOEA dealers is 34.3 per 
cent. There is one chance in four that 
a dealer operating with a lower gross 
Margin was operating at a loss. For 
dealers with a higher gross margin, 
the chances dropped to one in 10. 

New figures by Dr. Cies revealed 
that manufacturer members of NSO- 
EA are, like the dealers, primarily 
a group of relatively small inde. 
pendent business men, with only a 
handful in the above $5 million cate- 
gory in annual sales. 








Wm. J. Cole, left, Walsh Bros. Equip- 
ment Co., Phoenix, gets a first hand 
demonstration of how rubber feet ore 
applied to chairs from A. J. Jacobson, 
president of Clarin Mfg. Co. 
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Eastern Show Expands 
For Second Year 


The exhibitor list has grown 100 percent in one 
year at this new show serving dealers and their 
personnel in the heavily-populatec 


()"° of the fastest growing trade 
shows in the industry will open 
its doors to dealers and buyers @é 
last weekend in October. 

It's the Second Annual Eagtern 
Commercial Stationery, 


City. Hours§of the exhibit wil 
12:00_ng 7:00 p.m. on Satur@ 
n unday, 12:00 noon to 10: 
p-m. on Monday and 12:00 noonfo 
8:00 p.m. on Tuesday. 








" 


whigf had This gives dealers, buyers 
More wik eater pers nel a total 0) 
in its first hours to cover theexhibits w 


twice as big, 
all 
tationery and’ 


rday through 
through 28, 


d fou 


Buildg 


fill the second, third 
floors of the Trade Sbé 
The show is spons red jo® 












VIRGINIA 









The Stationers Associ attw 

York and The Metropd itan Pravel- 

ers Club. Its purposg w all 

the industry's p dealers 

Build- and the sales is in- 
ed to serve ily popu- 










astern section of the 
es, from Maine to Vir- 

is said to produce 50 
percent @the industry's dollar sales 
volume. 
Althougt 





he.show was planned 
in the 13 North- 
n nd the District of 
bia, last year it drew  sta- 
ers from 21 different and more 





oy an a half dozen foreign countries. 


Admission to the show is free for 
dealers, their personnel, and pros- 
pects or customers who are accom- 
panied by a dealer. 

The exhibitor list below has, 
doubt, grown since presstime. 


no 





Y 


Saturday, Oct. 25 
Sunday, Oct. 26 





Acco Products 
Accucraft 
Ace Fastener Corp. 
Acme Lite Prod. Co. 
Advanco Products 
Aigner Index Co. 
Allen & Co. 
Alliance Rubber 
l-matic Prod. 
All-Rite Pen, Inc. 
Amberg File & Index 
American Pad & Paper 
American J tasers Paper 
pa ler's C 

ow Neg & Letter 
Arrow Fastener Co. 
iteel Co. 
Artistic Desk Pad 
Apsco Products 


Mcicbridge, nate & 
Haupt, | 
Baltimore Sciesbook 
Julius Bandes & Co. 
nov-Bernsley 
in Exp. Env. 
Mfg. Co. 





MODERN STATIONER, NOVEMBER, 


Carters ink Co. 
Challenger Steel 
Cole Steel Equipment 


Co. 
Comfort Cushion 
Cook’s Inc. 
Crownola L. L. 
Crysto-Mat Co. 
Cushman & Denison 


Dennison Mfg. Co. 

Joseph Dixon Co. 

Dome Publishing 

— Steel Equipment 
°. 


Eagle Pencil Co. 
Eastern Numbering 
Eaton Paper Corp. 
Elam Sta. Co. 
Empire Pencil Co. 
Ever Ready — one’ 
Ezyindex Pro 


Eberhard ne Pencil Co. 


Ferber Pen 
Fibre-Form.-Arvey 
Fine Steel 
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nday, Oct. 27 
Tuesday, Oct. 28 





EXHIBIT SCHEDULE 


12 noon to 
12 noon to 
12 noon to 
12 noon to 


7 p.m. 
7 p.m. 
10 p.m. 
8 p. 


m. 








Fisher Pen Co. 
M. K. Furman Co. 


Golden, Ed 
Gold Seal Cushion 
Guide System 


Kohinoor Pencil Co. 
Krayer Mfg. Co. 


Chas. Leonard Co. 
Herman M. Levey, Inc. 
Lifton-Keppler Assoc. 
Lindy Pen Co. 

Lith, Michael, Inc. 
Luxo Lamp Corp. 


Hammond Map Co. 
Handi-Blott Co. 
Harrison Home Products 
Geo. Heineman, Inc. 
Higgins Ink Co. 
Hodgman Rubber Co. 
H-O-N, Inc. 

Hormel Corp. 

C. Howard Hunt 

L. Hyman & Son 


Majestic Staple Co. 
Majestic Sta. Co. 
Marsh Stencil Mach. 
Master Woodcraft 
J. L. May Co. 
Joshua Meier Co. 
Metalcraft Products 
Metal Spec. Mfg. 

P. J. Mieth 
Micropoint, Inc. 
Minnesota Min. & Mfg. 
Modern Steelcraft 
Monarch Plastics 
Mutual Prod. Co. 


Nat’! Blank Book 
Nat'l Leather Mfg. 


Ideal School Supply 
Industrial Lamp 
Interstate Metal Products 


Co. 
Irval Assoc. 


Jayem Mfg. Co. 
Jay & Ess Mfg. Co. 


Kamket Corp. 


New England Stationery Seal-O-Matic 

Co. Shallcross Co. 
Nobema Prod. Co. Smokador Mfg. Co., Inc. 
Noesting Pin Ticket S. S. Stafford, Inc. 
Norma Pencil Corp. Stationers L. L. 
Nu-Craft Products Stein Bros. Mfg. Co. 
Stock Forms Co. 
Stone-Newman Assoc. 
Storch-Tepper Assoc. 
Stylex Seating Co. 
Swingline, Inc. 


Olivetti Corp. 
Oxford Filing Supply 


Parker Pen Co. 
Penn State Indus. 
Perfect Rubber Cush. 


Pomerantz, Sidney Taubman Pen Co. 


Tavella Sales Co. 

Redi-Record Payroll Technical Tape 

Redi-Record Products ‘ 

Red Rope Sta. Ind. United Cutlery 

Regal & Wade Univ. Pad & Tablet 

Regency Thermographers 

Reliance Pen & Pencil Co. ee when seme 

Remington Rand 

Weldon Roberts Rubber Warshaw Mfg. Co. 

Romco Equip. Co. Waterman Pen Co. 
Weckesser Co. 


Sainberg & Co. ; 
Solent tah Co. Wilson Jones Co. 
Saxon Paper Corp. 


Zephyr American 





The public, whose good will you need to succeed, includes 
your suppliers and your staff as well as the consumers of 
your trade area. An occasional check like this will help you 
estimate where you stand with each of these important groups 


A n advertising man said it and who 
4 can deny it? ‘““Who tooteth not 
his own horn, his horn may not be 
tooted.”’ 

Captains of industry and corner 
merchants agree. Witness the billions 
of dollars spent annually on news- 
paper, magazine and TV advertising. 
For the truly successful persons know 
that before they can sell their goods 
or services, they must first create a 


favorable “brand image’? — or, as 
public relations people say, a ‘‘goal 
attitude” — in the popular mind. 


A well-known cigaret hit the top 
when its ads portrayed rugged wes- 
terners smoking the brand — the cig- 
aret became identified as a man’s 
smoke. Publicist Steve Hannegan 
made Miami Beach famous by flood- 
ing the press with photos of luscious 
bathing beauties lolling on its sands. 
Brand image: Miami Beach is a place 
where lovely girls are to be found. 
Men nibbled at the lure. The girls 
followed. 

How can you — anxious to get 


How’s Your Public Relat 





Don't fib. String-pullers and yarn-spinners 
generally get tangled up. 
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ahead in business, make more friends 
and create good-will — apply this 
technique to your circumstances? Can 
you establish a “brand image?” 

You already have one! 

If someone knows you — as an 
individual, a company, a small busi- 
nessman, whatever — that person at- 
taches to you a definite, if subcon- 
scious, value. He has some feeling 
toward you. If 100 represents strong 
love and zero stands for bitter hate, 
then most scores fall somewhere in 
between. Your public relations is your 
average score among the people who 
know you. 

Like every company, you have sev- 
eral publics. The average firm has 
five: Customers; employees; stock- 
holders; the community in which it 
operates; the government. 

Large companies employ profes- 
sional relations counselors — organ- 
izations of consultants that often 
charge $100,000 a year or more — for 
advice on which techniques to use 
to raise their scores. 


Don't get involved in feuds and factions at 
work. Only “fall guys" walk the shaky tight- 
rope of under-the-counter politics. 


But if techniques vary, Principles 
are pretty much the same. Learn why 
they are and you can raise your scor 

Here are the basic steps: 

@ Determine your publics. Retailer) 
Clearly, your most important public 
consists of customers. But don’t forge, 
potential customers (possibly your 
largest public), suppliers, salesmen, 
employees. 

@ Estimate your present score with 
each public. How do you rate with 
your customer? Do people respeq 
your wishes? Do employees take you 
into their confidence? Do your ql. 
leagues seek out your company? Are 
you approached by neighbors to pitch 
in on neighborhood projects? Is your 
credit good? 

@ Estimate the score you give your 
publics. There is usually a direct cor. 
relation between how high you ate 
others and how high — or low — 
they rate you. Do you take sugges. 
tions as weakly-disguised criticisms? 
Do you pooh-pooh others’ opinions 
— when they don’t agree with your 
own? Do you consider any of your 
publics as distinctly inferior to you, 
intellectually, socially, or any other 
way? If your answer to any of these 
is “Yes,” you can be almost sure that 
your score of ¢hem is mirrored in their 
score of you. 

@ Take steps to drive up the scores. 
How? By increasing those activities 





Don't shout— don't spout. State your views 
calmly and briefly, avoid being dogmatic. 
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that lead to a high score and simultan- 
eusly decreasing those that push a 
gore down, While goals and circum- 
gances may vary, the following ‘Big 
Ten” are some of the most widely ac- 
epted criteria among public relations 
experts for creating a favorable per- 
snality “brand image.” 

1. Be friendly. Look for the good 

in everyone you meet or know. Smile 
and mean it. The irate customer, the 
silent clerk, the sullen employee — 
all may be waiting for you to make 
the first move. A lot of people get 
reputat‘ons for being unfriendly when 
in reality they're just painfully shy. 
Take the initiative and you'll be 
amazed at the number of “good Joes” 
you ll unearth. 
2. Be neat. The grocer with a clean 
apron, the tastefully dressed salesman, 
the factory employee whose work 
clothes bespeak neatness these 
people know that one of the first 
things people notice is the way a man 
dresses. Whatever public you are deal- 
ing with, you will hike your score 
in its mind if you take the few min- 
utes each day to check on your per- 
sonal appearance, 

3. Watch your mannerisms. More 
often than you may suspect, you are 
judged by “‘little” habits. Scratching, 
yawning, and nail biting, to name a 
few, are mannerisms that can alienate 
even friends — and lower your score. 





A ready smile and a real interest in others 
Gre the best ways to win your ‘‘public’. 
Results will really be something to smile 
about. 
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4. Keep your word. When you 
promise something, deliver — even 
if it inconveniences you. Whether 
it's a trip to the zoo with the kids 
or a debt to be paid — live up to 
it. Your stock will not only zoom, but 
a lot of people you never dreamed 
noticed will be glad to give you a 
helping hand whenever they possibly 
can, 

5. Listen. We all like those who 
listen when we talk. It follows that 
we will be liked if we listen when 
the other fellow speaks. Look a man 
right in the eye when he talks to you 
so that he knows he has your un- 
divided attention. 

“Thanks.” Nothing new. 
But it’s surprising how few men and 
women really remember to do it. Just 
notice how often favors and_ kind- 
without appreciation or 
thanks. Examine your own feelings 


6. Say 


nesses £0 


when someone sincerely expresses ap- 
preciation for some favor you do for 
him and you'll have some idea how 
far a little “Thank you” can go. 

Learn the basics of being a good 
host. It may be a salesman, an em- 
but whoever 
it is, your score will go up if you 
know how to make people feel at 
home in your store or home. 

8. Be punctual. The first law of 
business, industrial and social know- 
how is, “be on time.” It not only 
shows consideration for others but 
proves your reliability in other direc- 
tions. 

9. Keep tabs on your English. 
Many a man has lost prestige, popu- 
larity, and chances for new business 
by feloniously assaulting the King’s 
English. A little more reading, a bit 
more attention paid to radio and TV 
announcers and you can avoid the 
more flagrant errors of grammar and 
pronunciation. 

10. Avoid giving unasked-for criti- 
cism. As constructive as you may 
think you're being, it’s doubtful that 
the recipient will be overjoyed to 
hear what you think he’s doing wrong. 
Even the customer who asks your ad- 
vice and respects your opinion can't 
be told bluntly that he’s using 18th 
century office tools. 


ployee or a customer 


A good part of the trick, as you 
may have gathered, is in getting others 
to help toot your horn. The ten tips 
described above should help you line 
up the orchestra. 








Test 
Yourself! 


Here’s a quick self-tester 
to help you rate your ““brand- 
image’’ score, as described in 


the accompanying 


article. 


Score 9 or better and you 
have nothing to worry about. 
An 8 indicates room for im- 
provement. If you only hit 7, 
you may not have as many 
people rooting for you as you 
think, A score of 6 or less 


means 
done. 


6. 


~ 


there’s 


..10. 


work to be 


Do you do some- 
thing about get- 
ting more busi- 
ness ? 


Can you name .-at 
least two people 
who would go out 
of their way to 
help you? 


Have you made a 
new friend within 
the last three 
months ? 


When you enter- 
tain, do several 
people invariably 
fail to show up? 


Are you consider- 
ed a good credit 
risk in your com- 
munity ? 


Are you present- 
ly engaged in any 
civic activity? 


Are you informed 
on current events ? 


Are you always 
on time for ap- 
pointments, busi- 
ness meetings, 
dinner parties, 
etc. ? 


Are you free from 
annoying manner- 
isms like hair- 
twisting, scratch- 
ing, yawning? 


Can people con- 
fide in you? 
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Employee Motivation|T 
J* these days when great attention § will, he 1 
What do you want of your sales people and how is focused on sales volume, we find f + teflectic 
do you go about getting it? The most difficult a oe to — and hay 
step in getting action often is the opening of a to greater tg a all “Sides a nifered. 
closed mind. Dr. Cross tells how this is accomplished hear people expressing the wish for § pleasant 
better methods of motivating salesmen, J The ke 
Employers are heard to make all sorts J opening \ 
of statements ranging from: “I wish with a < 
I could give my salesmen a good kick | sitisfied | 
in the pants” to “No reward seems § fore he 
great enough to get my men to do § mceptive 
By Dr. Gordon B. Cross poe tela oa, 
Consulting Editor These are the motivators talking § He must 
— the merchants who would like § ot benef! 
al en to get their employees to turn in out- Where 
- egg =: te standing performances. The things an empl 
APS oe they say reveal that they have little } uncertair 
8 Be Pagnell | iy knowledge of the principles of motiva- || sfraid of 
’ S i 2 tion. It is not surprising that they are | effort; | 
: unable to inspire better performance, | ot failui 
Outstanding performance is the re |} looking 
sult of ability plus motivation. When | At this 
we hire a man, we do so because we | to find 
are convinced that he has the ability |} vanced. 
to do the job at hand. If he is a good } his esta 
man he will want to do his job in the If th 
most efficient way. But he may have } ‘hange 
developed habits or attitudes which ] be give 
make it extremely difficult for him | motivat 
to do so. dence, 
Attitudes are mental habits. If a | ™0’s f 
man has an unhealthy attitude toward } 'y too 
his job, it is necessary to reach into | % &X! 
his being deeply enough to change | know | 
2 those habits. Attitudes are not likely Whe 
to be changed merely by issuing or | thinkin 
ders. We have much greater success of us * 
when we search out ways and means @n an 
of motivating the man in some way thinkir 
as so that he himself will change his | % ™ 
mental habits. may C 
People often fail to do the things self au 
they should simply because they do lost. 
not want to do them or do not like words, 
to do them. If we are faced with the compl 
problem of getting a person to do Thu 
something, we are usually up against ag 
% ita a ‘closed’ mind. It is useless to try get th 
. © ‘4 to persuade a person who has a closed Once 
- & a4 mind. In fact such an attempt may fear a 
$ ; well do great damage to your hopes sds 
3 i? ‘ of getting the desired action. The * 
*. vo man with the closed mind may become ful . 
emcaen! irritated. If he is persuaded against his thing 
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Takes Skill 


will, he may feel that there has been 
, reflection upon his own good judg- 
ment. He may lose confidence because 
his own good opinion of himself has 
suffered. Results may be very un- 
jeasant for all concerned. 

The key to getting action is through 
opening up the closed mind. A person 
with a closed mind is usually very 
stisfied with himself. Therefore, be- 
fore he will open up and become 
receptive to new ideas, he must see 
that he will gain something thereby. 
He must be able to see the rewards 
or benefits that may come to him. 

Where something new is involved, 
an employee often tends to be cautious, 
uncertain or even afraid. He may be 
afraid of losing money or wasting his 
effort; he may be afraid of defeat 
or failure; and often he is afraid of 
looking ridiculous if he tries and fails. 
At this stage the man will usually try 
to find flaws in the idea being ad- 
vanced. He does this in defense of 
his established position. 

If this man is to be motivated to 
change his ways, he must somehow 
be given confidence. It is up to the 
motivator to help his man get confi- 
dence, but not by playing down a 
man’s fears or doubts. They are usual- 
ly too strong to be pooh-poohed out 
of existence. He must be made to 
know that his fears are justified. 

When a person is afraid, he is not 
thinking as much as “feeling.” All 
of us ‘feel’ before we think. Feeling 
can and will block out all effective 
thinking and action. If we do not give 
our man credit for his feelings, we 
may cause him to retreat within him- 
self and then all hope of action is 
lost. He will resent our plans and 
words, and he may actually become 
completely hostile. 

Thus we see that natural emotions 
must be lulled before our man will 
get the needed degree of confidence. 
Once we get past the emotions of 
fear and hostility, we are in a position 
to appeal to logic and reason. To get 
past the emotional barrier, it is help- 
ful if we start off by saying some- 
thing like: “I expect you will ques- 
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tion this, but here is what happened 
to one fellow in your position .. .” 
or “I thought this was a silly idea 
myself until I saw how it was work- 
ing out . . .” By doing this you are 
putting yourself on his level and are 
agreeing with him. Then you are get- 
ting in a position to sell the idea — 
to give him the assurances that lead 
to the confidence that is required to 
get action. 

Action comes from belief in a plan 
or method or a new idea. When an 
employee has confidence in the judg- 
ment of the employer and can be 
brought to believe in a plan, the pos- 
sibility of outstanding performance is 
very good indeed. The history of man 
has shown that he can do almost any- 
thing if he has belief in his action. 

From this introduction to motiva- 
tion, we can see that it is a very 
complex subject. But all of modern 
business activity is complex because 
it depends upon human action. Many 
of the things we have to do in busi- 
ness are not in harmony with our 
natural desires to take things easy and 
drift along with the tide. If we are 
to fight our way upstream, we must 
be able to see some good reason for 
exerting the necessary effort. Actually, 
performing a job is not nearly as dif- 
ficult as getting into the right mental 
attitude. 

A little careful thought will 
reveal that the most difficult step 
in the process of getting action is 
that of opening the closed mind. 
It is at this point that motivation 
comes into play. Motivation is 
the will to do something. It is 
what makes a man go and keep go- 
ing uphill against obstacles. 

All motivation falls roughly into 
two classes: (1) Fear of punishment 
or loss, and (2) Hope of reward. 
Fear of punishment, when applied to 
employees is an ancient concept to- 
day, and has no place in a free society. 
Even the fear of losing a job has lost 
much of its effect in recent years. 
Most men realize that they can find 
another job if they lose the one they 
now have. This is a good thing for 


all concerned. It makes the world 
a better place for the employee to 
live in, and it makes the employer 
turn to more subtle and more power- 
ful methods of motivation. Fear will 
not produce outstanding performance 
over a period of time. Even if it 
could be used today, it would, at 
best, lead only to mediocrity. 

So we see that we must not give 
consideration to the ‘‘kick in the pants 
approach’. Thus we are left with the 
conclusion that successful motivation 
means the offering of some sort of 
reward. In business this reward is 
usually expressed in terms of money. 
But we must realize that money it- 
self is only a means to an end. An 
employee can get into a rut where 
he is contented if his earnings do not 
drop below a certain minimum. A 
man may be motivated by his desires 
for certain things, some of which 
money can buy, and .others which 
are by-products of the situation. 

A man may be motivated by many 
forces. Among the more powerful 
of these are: (1) Giving his children 
better advantages in the form of food, 
shelter, and educational facilities, (2) 
Giving more comfort and luxury to 
his wife, (3) Having reason to be 
proud of his personal worth, (4) 
Being known as an outstanding in- 
dividual and a leader, (5) Having 
prestige in the eyes of his fellow 
citizens. 

Too often, motivation as practiced 
by businessmen stops at the offering 
of monetary rewards. It is true that 
money will buy some of the things 
which are mentioned above. It will 
help to achieve all of them. But the 
employee may not realize that he 
wants these things unless he is re- 
minded of them. The man who wishes 
to motivate will do well to use some 
of the forces of motivation instead of 
always stressing the dollar sign. 

Not all men are motivated to the 
same degree by each of these forces. 
If one desires to motivate an em- 
ployee, he must find out what appeals 
to that particular individual. Find out 
what he likes and dislikes; what fasci- 
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nates him or leaves him cold; what 
he respects; what he wants to have; 
what he wants to be; what he is 
afraid of and what he is proud of. 
When these things are known, then 
it is possible to play upon the forces 
which are present in the individuals. 

The forces themselves must be used 
differently with each — individual. 
Sometimes a person will react to a 
blunt presentation of facts about op- 
portunities. Other people will only 
react to a subtle approach. They must 
never feel that they are being moti- 
vated. However the forces are used, 
they must be used frequently if they 
are to be effective. It is a mistake to 
feel that a reward plan can be in- 
st:tuted and then be left to 
on by itself. 

Motivation is an individual matter. 
Special situations and special indi- 
viduals must be handled in special 
ways. The person who is looking for 
a stereotyped plan is doomed to fail- 
ure. No such plan exists. 

Motivation is essentially a matter 
of communications. If the employee 
can be brought to believe in the plans 
of the employer, the battle is won. 
But this is a four step process. It 
starts with the closed mind, proceeds 
to open the mind through communi- 
cations and motivation, goes on to 
give confidence through assurances, 
and finally reaches the goal of action 
through belief. 

If you would motivate people or 
sell to people, then you must know 
people and be able to interpret their 
thought processes. 
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An Idea For Letterheads 


The stationer frequently has opportunity to offer 
ideas to businessmen on the design of letterheads. Here 
is one idea that customers may thank you for suggesting. 

A new twist in letterheads has been devised by CBC 
Electronics Co. of Philadelphia that can be used just 
as well by others. The firm redesigned its letterhead 
to incorporate all necessary information for filing along 
the right hand edge. It’s tailor-made to save time in busy 


of fices. 


It's a good device. The letter’s recipient merely fills 
in the necessary information, which enables him to identify 
the letter at a glance. It eliminates pulling out and scanning 
through a pile of correspondence in order to find a specific 


letter. 


If “finding” is the most important element in filing, 
there should be many customers who would appreciate this 


idea. 
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Check Your Sales Talks 


Twelve points against which to 
check your sales talks were presented 
at a regional stationers’ convention 
by A. J. (Carl) Luther, sales con- 
sultant. Here's the list, for you or your 
salesmen. 
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1. Did the opening sentence arouse 
interest ? 

2. Did it emphasize what the prod- 
uct would do for the customer, the 
benefits ? 

3. Were all important points cover- 
ed? 

4, Was the sequence of points logi- 
cal? 

5. Were objections anticipated and 
answered ? 


6. Were visual aids used to create 
more interest ? 

7. Did the salesman use “‘you’’ not 
“we? 

8. Were questions asked to check 
progress ? 

9. Was curiosity used? 

10. Was the product dignified? 

11. Was the talk summarized, was 
it closed on the most interesting point 
to the customer? 

12. Was the order asked for? 
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So go to town 
with these new o_o 


| DAZ OR LAMPS with Fiber Glass Diffusers 


Suppose you light and display one or more of these new matched 
Dazors where customers can examine the features close up. You'll 
go a long way toward putting across a fast, successful selling story 
—on latest lighting concepts, glare-free seeing comfort, distinctive 
lamp styling. Broad, direct illumination is softened by a fiber glass 
diffuser with an opening in the bottom which emits an undiffused 
light beam on the working surface. Each user controls light location 
and intensity in Swing-Arm models by adjustment horizontally, 
up or down or at an angle. 



















Safe, Air-Cooled Reflectors, Plus 
Upper-Level Illumination 


A perforated metal ventilator in the reflector top permits rising air 
—admitted through the opening in the shade—to carry bulb heat 
away for cooler lighting and safe handling. The perforations also 
release partial upward light which tends to minimize abrupt bright- 
ness contrast, thereby reducing eye fatigue. All three functional 
Dazors are available in the same decorator finishes. The buyer can 
easily find a favored lamp for desk, credenza, L-unit or table, or for 
a lamp-and-chair arrangement, using the floor model. For literature 
and prices your Authorized Dazor Distributor is the one to call. 
If you wish his name, write to Dazor Manufacturing Corp., 4481-99 
Duncan Ave., St. Louis 10, Mo. In Canada address Amalgamated 
Electric Corporation Ltd., Toronto 6, Ontario. 





check 
ONLY QUALITY FIXTURES COME FROM 


THE MAKERS OF 

d? Top of page, Desk and Table Model 2004; 

as above, Table and Desk Model 2003 and 

| was Pedestal Model 2005. Standard finish is |») TING LA 

point frost-green baked enamel over bonderizing, A ZO oa FLO A off 2» 

combined with brass. Optional colors at no AY 
extra charge: frost-tan, statuary-bronze, gray 

or ebony. Lamps with color-matching arms 


are also available. FLUORESCENT and INCANDESCENT 
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Office Furniture Sales 
Figures Reported 

Wood office furniture sales held up 
slightly better than metal office furniture 
sales during 1957, according to an analysis 
of the U. S. Bureau of Census, Facts For 
Industry for Office Furniture, released in 
Washington. 

Most office furniture items reflected the 
early mild recession of 1957 and dipped 
below total 1956 sales of office furniture. 
Total reported sales dropped 7.3 percent 
for metal, wood dropped 6.4 percent. 

Dr. Robinson Newcomb, economic 
analyst, in a report to the members of 
WOFI says, “Wood desks did much better 
relatively than metal desks last year. Wood 
desk shipments in 1957 were valued at 
93.8 percent of 1956; while metal desk 
sales were valued at 89 percent of 1956. 
Metal chair sales held up slightly better 
than wood; wood chair sales in '57 were 
96.4 percent of 1956; metal chairs were 
97.2 percent. 

Modular wood furniture sales in 1957 
rose to 133.3 percent of 1956. Metal 
modular sales were not reported separately 
and were unavailable for comparison. 

In terms of units, rather than dollar 
volume, sales of metal chairs dropped 23 
percent, while sales of wood chairs rose 
7 percent for 1957 compared with 1956. 

Total combined industry sales for both 
wood and metal amounted to $366 million. 
There were 1,470,292 units of all types 
of wood and metal desks sold and 
2,830,873 units of wood and metal chairs 
sold in 1957. 

The Wood Office Furniture Institute 
reported that its members’ orders have 
picked up significantly in the past two 
months. 


NW Travelers Plan 
Second Sales Rally 

The Northwest Travelers Club has 
scheduled its Second Annual Sales Rally for 
January 19, 1959, at the Calhoun Beach 
Hotel, Minneapolis. 

In addition to the evening program of 
dinner and four speakers, the club is con- 
sidering the possibility of conducting after- 
noon “‘shop clinics.” There would be a 
shop for each type of merchandise from 
1:00 to 5:00 p.m. Travelers who compete 
on the road would pool their talents to in- 
struct dealer sales personnel. Details of 
this dealer education program will be ex- 
plained further at a December 6 Christmas 
party, according to Larry Johnson, presi- 
dent. 

Last January the club had 180 people 
at its first sales rally. 
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WILLIAM W. JONES, executive vice president of The Baltimore Stationery 
Co., Baltimore, Md., was passing the word at the recent NSOEA show that his 
company will hold open house October 21 and 22 at its new five-story building. 
Five thousand announcements are being sent out to friends and customers in 
Maryland and sections of Pennsylvania, Delaware, West Virginia and Virginia. 


Eg a * * * 


Mrs. LORRAINE WERLLA, a store manager and outside saleslady for the 
Charles G. Stott Co. in Washington, D. C., was the first woman ever selected as 
a candidate for national ‘Dealer Salesman of the Year’ honors. She was picked 
as her district's entry at the September sales rally of the Penn-Mar-Va Travelers 
Club. 


* * * * * 


S. A. CHRISTENSON, 80-year-old founder of the Sioux Falls Book & Station- 
ery Co. in South Dakota, is celebrating his 50th year in business. He is one of 
the oldest active merchants in the area and is well known throughout the state. 


* * * * * 


HAROLD W. JACOBSEN, former president of Horder’s, Inc., Chicago, and 
a past president of the Wholesale Stationers Assn., has joined the investment 
firm of Cruttenden, Podesta & Co. in its new business development department. 
He will specialize in financial problems of the office supply industry. 


* * * * aE 


The Eastern Conference of the National Office Furniture Assn. November 
10 and 11 at Grossinger’s in New York will include a talk on “Public Relations 
and the Retailing Industry” by James G. LAMB, chairman of the board of Arndt, 
Preston, Chapin, Lamb & Keen, Inc., advertising and public relations agency. The 
NOFA session will bring together office furniture retailers and manufacturers 
from Metropolitan New York City, New England and Philadelphia. 


* * * * * 


R. S. DAUGHERTY, president of Shelby Salesbook Co. and a former president 
of the Business Forms Institute, died recently in New York City. 


* a of * * 


An Idaho Falls store which has been in business at the same location longer 
than any other store in that city recently celebrated its 50th anniversary. Scott's 
Book Store, now owned and operated by MARSHALL G. ScoTT, son of the found- 
er, is the only business in the city which has been operated under the same family 
name for such a period. 


co Eg Bo * oo 


A late September blaze wrecked the Everett Waddey Co. office furniture 
store in Richmond, Va., and caused damage tentatively estimated at more than 
$200,000. About 100 city fireman from 13 companies battled the multiple-alarm 
fire for more than six hours before they were able to conquer it. Some flames 
burned through an 18-inch wall into the firm's retail stationery and office supply 
store, but fire damage there was not extensive. 


* * * * * 
The New England Travelers Club is sponsoring a Sales Rally Monday eve- 


ning, October 20, at 6:30 p.m. in the Somerset Hotel, Boston. A featured speaker 
will be WALLACE G. STRATHERN, noted author and lecturer on the subjects of 


selling and human relations. Another speaker will be PAUL BURBANK, former 
general manager of NSOEA. 
OOO PROOROCOOOOCOOCC OCLC COOOL OOO OOOO COO OOOO OOOO. 
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you'll get a better job on Wausau Mimeo Bond 
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IMPRESSION PAPERS 
WAUSAU PAPER MILLS COMPANY, BROKAW, WISCONSIN 
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Nat’! Business Show 
For 1958 Opens Oct. 20 
Doors of the New York Coliseum wil 
swing open at 1 p.m. October 20, on the 
50th edition of the world’s largest business 
equipment exposition — the 1958 Nationg| 4 
Business Show. According to the Office 
Executives Assn., sponsors of the show. 
this year’s opening ceremonies will he 
more impressive and formal than in pre. 
vious years in honor of the half-centuy 
POLY PACKED — SELF SERVICE of ain to American industry. 
Newell Brown, U. S. assistant secretary 


| U p of labor, will come up to New York from 
F I LI Ni G $ U be p LI Washington to officially open the shoy. 

Other dignitaries on hand will be Goy 
N EW SALES AN D PROFITS Averell Harriman and Vincent O'Shea, 


deputy commissioner of New York City's 








department of commerce and. public events, 

FOR YoU! The 1958 show will have nearly 49 

e exhibitors showing approximately 500 dif. 

Here is your opportunity to realize new and ferent product lines. It will be marked by 

important profits from the sale of popular the entrance into the show by well-known 

Imperial filing supplies to the millions of firms not normally associated with the 
“small quantity" buyers — students, home- industry, such as Philco, North American 4 

makers, shop keepers, etc. The new eye 


Philips, and Westinghouse. 
An audience of more than 150,000 is 
expected to view the many displays during 


catching and compact Imperial display rack 
holds an assortment of plastic packed file 
folders, guides, index cards and guides, in 


popular and profitable quantities—where the the five-day run of the show. Voting ma- 
customer will see them ond ecosily “serve chines will be used to determine a variety 
himself”. You will find new sales and profits of statistical data concerning the visitors, 
when you display this attractive self service 
line. : 
NBC Salutes Office 
FOLDERS Equipment Industry 
\ Man . : 
j eaeaieies aad Alex Dreier and NBC Radio broad. 
. cast a nationwide tribute to the office 
ritine 6UIDES a equipment industry Oct. 12 in anticipation 


C 
2 : York. 4 
INTRODUCTORY SS . Mr. Dreier introduced ‘‘the industry 


that serves all other industry” as “the 4 


GUIDES C2 te pbs billion dollar producer of everything that 
F R FE 0 4 F _ b J —, can be pushed, pulled, carried, carted, 


he = hauled, rolled or built into an office. An 
( industry dedicated to speed and efficiency 


of the National Business Show in New 




















° ° ° “ Ca 
This eye catching counter display wibex eARDS 9 =? Sti and comfort. And an industry that con- 
. . - . : y . 
merchandiser absolutely FREE with J a =. ducts a never-ending assault on inefficiency, 
your Pic-A-Pack ‘‘starter order’’. set confusion, conglommeration and disorder.” 
Retail Value of Mdse. ...$91.14 a = He described how the nation’s economic 
ok. ree $45.20 ve ?— Sen ee aie parall- 
Rees: 45.94 ° eled by the growth of the office equipment 
$ Imperial Methods Co. industry. And he told how better offices 
Plus FREE Counter Rack FOREST PARK, ILL. Pay off in higher morale and improved 
Shit esi Ns is isla Ny nis eam ti ia efficiency. 
| The coast to coast “America on the Go" 
| program was sponsored by North American 
| FREE SAMPLES on REQUEST ie 
Van Lines, Inc. 
| 1 
| IMPERIAL METHODS CO., 750 S. Circle Ave., Forest Park, Ill. 
| { Loose Leaf Veteran, 
| Please send me a FREE sample pack of Pic-o-Pack file folders and full | | Ted Douglas, Dies 
details so | can examine for myself this “new look" in the merchandising | Edward E. (Ted) Douglas, who retired 
and sales of filing supplies. | 10 years ago after half a century in the 
| y g 
| | loose leaf industry, died recently at Coral 
Store Name | Gables, Fla. He was 82. 
| | Mr. Douglas traveled the country for 
Vour Nome | many years instructing retail sales people 
| ec ‘ 
| on the application of loose leaf devices and 
| Address - : 
| | forms. He worked at various times for 
| City State | four or five loose leaf companies and was 
g | considered one of the pioneers in the field. 
sec Saacih ince ecnitn gl ised ! 
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” People differ, just as handwriting does. 
Olivetti portables, complete with all the 

important features of office typewriters, 

satisfy owners of widely differing needs 

and tastes—from teen-age students to 

sophisticated travelers. Olivetti portables 

offer a full profit opportunity on every 

sale. Powerful full-page Olivetti adver- 

tising appears in TIME (every two weeks) 

and in THE NEW YORKER. Find out how 

s * you can become an Authorized Dealer. 
u i 1 VW eB t t ' Write Portable Division, Olivetti Sales 
Corporation, 375 Park Avenue, New 

York 22, N.Y 
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New NSOEA Manual 
On Office Duplicating 
Covers Copying Machines 

“How to Sell Office Duplicating,” a 64- 
page sales training manual for dealer 
salesmen, is the latest addition to the long 
list of sales training courses developed by 
National Stationery and Office Equipment 
Association for its members. The course 
is divided into three basic parts: Duplicat- 
ing processes and equipment, copying 





processes and equipment, and selling tech- 
niques for both. 

This newest manual is a complete re- 
vision and expansion of a former manual 
on duplicating. The principal expansion 
is in the comprehensive coverage of copy- 
ing equipment, the industry's most robust 
newcomer, and in new selling techniques. 

“How to Sell Office Duplicating,” is 
accompanied by a 4-page Leader's Guide 
for sales managers to use in setting up 
training meetings and in adapting the basic 
material in the manual to local selling 
situations and specific brands. Like the 
other courses in the NSOEA series, the 





Wabash System Selling 
pays big profits because 
it leads to equipment sales 








Wabash System Selling is simply a method by which you present a 
plan. A plan that can solve indexing problems and save money for your 


customer. Not only can you get larger initial orders, but you’ll also 
get automatic repeat orders. And Wabash System Selling gives you a 


chance to get into an organization regularly, so you can sell other 


equipment, too. Wabash is expanding its dealership organization in 
certain areas. Write for full details now. 


Wabash System Selling can work for you! 
With Wabash System Selling, you can conduct a thorough 









indexing analysis as well as submit a proposal that includes 
complete costs. 


Wabash Filing Supplies, inc. 


385 South Wabash Street * Wabash, Indiana 
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manual is illustrated with photographs 
drawings, cartoons and charts, and js 
printed in two colors. 

For further information, write NSOE 
740 Investment Bldg., Washington, D, 





























Prominent Charleston 
Stationer Dies at 76 




















Clarence W. Legerton, who was 
sociated with Legerton & Co., Charles 
S. C., for alm 
half a century, di 
in August at th 






age of 76. 
Though _ trained 
as a textile @ 


gineer, Mr. Leger 
ton joined his unde 
in the stationery 
business in 19}, 
He became presi. 
k dent of Legerton & 
Legerton Co. in 1935 
chairman of the board in 1953. 

Throughout his life, Mr. Legerton 
extremely active in church and civic affair 
Over the years he had served as president 
of the Charleston Retail Merchants Assn, 
Charleston Chamber of Commerce, Rotary 
Club, the Interstate YMCA Assn. of North 
and South Carolina, the Charleston Bible 
Society and the Charleston Community 
Chest. 

Clifford Lewis Legerton, one of three 
sons, is vice president of Legerton & Co. 





Suppliers Plan Colorful 
Advertising Campaigns 

Colorful national advertising campaigns 
aimed at consumers are planned for this 
fall by a number of manufacturers in the 
stationery field. 

The largest and most complete holiday 
gift wrapping guide ever published as a 
magazine insert will appear in the Decem- 
ber issue of Ladies’ Home Journal. The 
16-page, four-color booklet by Minnesota 
Mining and Manufacturing Co. will con- 
tain step-by-step information on how to 
make more than 30 individual gift pack- 
ages and home decorating ideas. 

A sampling campaign which produced 
15,000 requests for Noblot pen samples 
has provided Eberhard Faber Pencil Co. 
the theme for a vigorous fall program. 

Sheaffer Pen Co. is spending more than 
$1 million for two one-hour special tele- 
vision presentations, “Little Women” on 
October 16 and O. Henry's “Gift of the 
Magi” on December 9. A series of print 
ads by Sheaffer will pick the pockets of 
famous Americans. The first ad features 
Jack Dempsey and the headline asks, “Ever 
wonder what Jack Dempsey carries in his 
coat pocket?” The contents of his pocket 
are displayed and it so happens that they 
include a Sheaffer Snorkel fountain pen 
and matching pencil. 

Eagle Pencil Co. this fall was named 
a winner of the Direct Mail Leaders Award 
for a series of consumer mailings that in- 
cluded animated paper replicas of the 
testing equipment used in Eagle laborator- 
ies. 
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A.W. FABER 


. GRASERSTIK. 


\f A Profit Beauty to 
warm your heart 








It makes a stationer’s 

salesman feel good when 
he says, “Of course you'll 
want some ERASERSTIKS” — 
and the answer is “Oh sure, 
the way they use ’em around 
here I think they must eat ’em.” 


No, they don’t eat ’em. It’s 
just that no self-respecting Secre- 
tary or Typist would be without 
one. She’d rather give up her 
lipstick than her ERaseRSTIK. 
Because this white-polished 
beauty flicks away mistakes in a 
flash, erases without a trace. 









— 


Make no mistake—your cus- 
tomers want the “white” ERASER- 


\y Stik. Try selling ‘em one of 





those Johnny-come-latelies in a 
different color and see what 
happens. 


AW. FaBeR GRASERSTIK (RESTA) OSA TORE. 


There’s a barrel of profit for 
you in A.W.FaBER, the original 
and best-selling ERASERSTIK — 
easy profits — quick profits — 
sure profits. Y t 








What are you waiting for? 





A.W.FABER— CASTELL 


PENCIL CO., INC. NEWARK 3, N. J. 
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Your Guide to 
FACT CONTROL 





for All File Systems 
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METAL PROJECTING SIGNALS 
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TRANSPARENT SIGNALS 
for Visible Systems 
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Crimpgraf 
TRANSPARENT 
CRIMPED SIGNALS 
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MAPTACKS and MAP FLAGS 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 
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Six Stenorette Dealers 
Win Trips in Drawing 

Six Stenorette Dictating Machine dealers 
have been awarded all-expense-paid trips 
to either Las Vegas or Miami as a result 
of a prize drawing marking the mid-point 
in the Summer Sales Incentive Program 
conducted by the DeJur-Amsco Corp. 

The winners are: H. C. Stom Co., St. 
Paul, Minn.; F. A. Thomas, San Francisco, 
Calif.; Arrowhead Office Equipment Co.., 
San Bernadino, Calif.; New Jersey Office 
Supply, Newark, N. J.; Webster-Ratliff, 
Los Angeles, Calif.; Elite Office Equipment 
Co., Los Angeles, Calif. 

In another prize drawing, to be held 
late in October, six more dealers will be 
chosen in the same manner from registra- 
tion cards sent in during the second half 
of the contest ending October 1. 


Staking a claim for bigger profits in The 
Carter's Ink Co. Old Prospector Campaign 
are, left to right, the Old Prospector himself, 
William M. Fletcher, Carter's general sales 
manager, and the Old Prospector's daughter, 


» 


Goldie. In a three-month campaign, Carter's 
plans to show dealer salesmen that repeat 
business of office supplies offers long range 
and consistent profit opportunities. The 
slogan: “There's gold in them thar hills, 
but you've got to dig for it." 


DOME 


Personal Simplified Weekly 
TAX RECORD BOOKKEEPING RECORD 


4 Why stock a variety 

+ — Reasons of slow moving book- 

| Tae Employees and keeping records... 
| DOME peneners. why This one book is all 
RECORD you need. No Refills 
ay ms your . . . Same big profit 


DOME Sales on each sale. 
will ZOOM ... : 


more popular than ever! 





DOME Improved PAYROLL BOOK DOME Short-Cut PAYROLL BOOK 


- for Smaller Firms see for Firms Having 
° ; 3 
= Having 1-25 Employees 1-50 Employees 
0 ° 
Fnproved ® Contains Weekly Summary with 4 Short-cul 
ROLL BOOK Cut-Leaf Sheets ; pagpoul BOOK 
PA ® Exclusive Calendar 3 t 
of Tax Forms : 

a ® Exclusive Dome 


Instant FICA Tax ‘ — aes ® You Write it Only 


® No Weekly Summary 


® No Name—No Word 
Sa —No Figure is 


Duplicated 


osnati “ Calculator Once 
DOME PUBLISHING CO., INC. The Dome Building 357-361 Canal St., Providence 3, Rhode Island 
3563 Jasmine Avenue, Los Angeles 34, California 
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from the Flower Wedding Line... 


‘> most eke) oli t-le 1f-o1-3- me) mn dal = Vicy- a 
> a 
c Ae) R e e a i Regency Heliograving | not to be confused with engraving 
y g y stimulates sales for you with all these extra advantages: 
@ joined letters in exclusive new scripts! | Mal} eb hi -1on -0n cae 0] o) 1a laalelel-1-1eMr-laleme-1al-41-10 ME -10¢-16-0 
@ sharper, more legible letters! | Me-10) ol tale] amorg-bac-tent-lal-jallomt-) @t-leme-laat-P4ial-4h ame), ae eget 


F R E E | Flower Wedding Line Catalog features a complete 


11 eh (lola Mme) ME- 11MM dal -Maalel- @t-1-1.¢-10 ha lelg wap Postpaid shipment within two days of order! Fu// 50% discount! \ 4 ~ 
address your request on your business letterhead to: is 


REGENCY THERMOGRAPHERS 3:32 3°6% 


- = = for more details circle 154 on last page 














PACKAGED TO SELL... 


Sold only through 
recognized wholesalers 


pinay code) Bt gee COMPANY, INC. 
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NEWS 


In charge when the Midwest Travelers held 
their annual outing at the Santa Fe Hills 
Country Club in Kansas City this year were, 
left to right, front, Dale Marshall, Bates Mfg.; 
Tom Morrow, Wilson Jones, co-chairman of 
golf committee; Milt Hicks, Corry-Jamestown; 


D 


Bob Marshall, manufacturers’ rep.; and in the 
second row, Don Renken, Gunlocke Chair; 
Glen Evans, Columbia Ribbon; Ted Scharn- 
horts, manufacturers’ rep.; Clint Cooper, 
Travelers president; Bill Burt, manufacturers’ 
rep. and general chairman; and Russell! 
Gates, manufacturers’ rep. 


Kallmann Addresses 
Credit Conference 

“Our industry is a stable industry,” says 
Edward O. Kallmann, executive vice presi- 
dent of the Stationers & Publishers Board 
of Trade. “The need for office supplies 
and equipment should increase.” 

Mr. Kallmann spoke at the 1958 Sta- 

tioners’ Credit Conference in Atlantic City, 
N. J. 
“However,’ he said, “we still, have 
with us under-capitalized and incompetent 
dealers who will be shaken out. Losses will 
be sustained, but over the long term 
those who survive will be stronger through 
the elimination of the competition of those 
dealers who fall by the wayside.” 





a 


Among those on hand for the Midwest Travelers’ outing were, left to right, Ray Kline, Security 
Stationery, Kansas City, Mo.; Pete Jamison, Security Stationery; Ed Roberts, Demaree Stationery, 
Kansas City; Bill Cromwell, Eaton Paper Co.; and Paul Willson, Kansas City Stationery Co. 
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LISTO writes on everything! 


MARKING PENCIL 


Listo Marking Pencils make a clear, bold mark 
on any surface. . . even glass, plastic, cellophane. 
All sorts of people use them to write on all 
sorts of things. And Listo ads say... 


Steady repeat business ! “available at stationery stores everywhere.” Stock ’em! 
Listo refills in black, 
red, blue, green, 
yellow, white. 





LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
- = for more details circle 140 on last page 


NOW AVAILABLE TO DEALERS! 


A Complete Line of Full Keyboard Automatic Calculators! 
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Now, for the first time, dealers may carry a full 
line of new rotary calculators. Control Sys- 
tems, Inc., distributor of the world-famous 
PLUS line of key-drive machines, now 
offers the outstanding DIEHL line of 
full keyboard automatic calculators to 
the retail trade. 


WRITE TODAY for full details of 
the PLUS-DIEHL dealership 
plan. It offers a complete new 
field for profitable calculator 
sales. 


PLUS-DIEHL Calculator Division 


CONTROL SYSTEMS, INC. 


5 Beekman Street New York 38, N. Y. REctor 2-0045 
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Kem Cards Promotes 
Mrs. Sara H. Cote 
Mrs. Sara _ H. 
Cote has been ap- 
pointed promotion, 
special sales and 
export manager 
for Kem Plastic 
Playing Cards, Inc. 
Mrs. Cote has 
been with Kem 12 
years, half of them 
in the sales divi- 
sion. During that 
Mrs. Cote time she has met 
many stationers at the New York Stationery 
Shows and at the New York Gift Shows 





Morton Marks Designer 
Heads Decorator League 

S. Mitchell Solberg, interior designer 
and Guild coordinator for Morton Marks 
& Sons, Inc., Richmond, Va., has been 
elected president of the Young Decorators’ 
League of Richmond. 

Solberg has headed the Marks firm's 
interior design department for more than 
three years. He is a graduate in fine arts 
with major in interior design from Rich- 
mond Professional Institute. 


3 Firms Share New 
Showroom in Chicago 

A newly remodeled and _ redecorated 
showroom in Space 1519A of Chicago's 
Merchandise Mart is occupied by Kem 
Plastic Playing Cards, Inc., §. K. Smith Co. 
and E. Errett Smith, Inc. 

The showroom is open daily throughout 
the year. S. K. Smith is displaying a com- 
plete leatherette line of desk sets, albums, 
waste baskets and other items. E. Errett 
Smith is showing a full selection of in- 
vitations, party notes, Christmas cards and 
personalized stationery. 


a all TE ae 
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Portable Sales Up 

Sales of Royal- portable typewriters j 
July this year were the highest for any 
month since Royal began production of 
portable models in 1926, according ty 
Philip M. Zenner, president of Royal Me. 
Bee Corporation. 

The company foresees a continuing rise 
in demand, and is increasing employment 
to step up production on its portable 
typewriter manufacturing lines. 

Royal McBee began construction in Sep. 
tember on a new plant in Springfield, Mo. 
to be devoted to portable production, 








tnt 





New home of Garrigan's, Inc., Springfield, Ohio, is at the fringe of the downtown area, within 
walking distance and yet outside the critical parking area. The building stands at an inter. 
section facing a heavily-travelled through-way. The building design, with 100-foot frontage, 
mostly display windows, has drawn many compliments. There are 3,600 square feet for sales 
and office, and 3,900 feet for stock storage and service. An adjoining parking lot is black 


topped. 














TIMES THEIR LENGTH 
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TAR Pure Rubber Bands 


Accepted everywhere—in office, factory, store, library, 
school or home because of their “snappy” action and great 
tensile strength. Always repeat in sales—the same satisfied 
customers prefer reliable STAR pure rubber bands because 
they're fresh, clean and reusable. Ask for the STARS for 
higher profit. STARS are a sturdy stock—specially treated 
for added strength and durability. 


Trademark Reg. U. S. Pat. Off. 


EBERHARD FABER 


WILKES-BARRE, PA. 





TORONTO, CANADA 












CHOICE OF GREY OR COLORED 
RUBBER BANDS 
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NO. 250 IMPERIAL EASEL 


Aprofessional studio easel with added support 
uing tise § on both sides of center post. Large canvas 
ployment holder and utility tray with palette holder fully 
Portable adjustable by means of metal ratchet... 

; designed to provide better support for large 

1 in Sep. # canvases. Adjustable metal stabilizer 

eld, Mo, and other hardware plated to resist corrosion. 
—_ List price $15.00 
FOB: Glendale, L. |. 





NO. 83 MASTER EASEL 


Anco’s traditionally popular studio easel now 
even better than ever! New unique 

_ - construction provides easier adjustment of 
tray and canvas holder with built in palette 
holder. Large easy tightening thumbscrew- 
and-steel plate assembly prevent tray 

| slipping even with 100 Ib. weight. 








a, within List price $12.00 FOB: Glendale, L. I. 


an inter. Please write for literature mentioning this publication. 
frontage, . 
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‘\ PRESENTATION 
™ | EASEL 





T. M. coginered 


At last, a well constructed, 
reasonably priced lecturer's 
easel... which won't tip 

over! For sales presentations, 
Pe re lectures, demonstrations, 
displays. 


$25.00 List Price 
FOB: Glendale, L. 1. 


» EASELS MADE OF WOOD STAND UP BETTER! 


f ® 28” x 36” chalkboard with padholder m 2 28” trays (2nd 
) tray for storage) m Easy height adjustment: 44” to 80” = 
[ Portable = Compact ™ Solid construction ™ Attractive finish 
r Please write for literature mentioning this publication. 











GLEN OALE 2 7, he 














‘ANCO WOOD SPECIALTIES, INC. 
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CSE! 
from Flo-master 


...where ink is 
valve-controlled 


MARK UP more profits with " 
the fastest-selling, most complete 
line of all felt tip pens! 


Backed by heavy nation-wide con- 
sumer promotion, Flo-master is now 
available in three sizes to meet the 
demand of every customer, from 
artist to shipping clerk. Special-pur- 
pose felt tips are interchangeable; 
instant-drying, waterproof inks in a 
variety of brilliant colors. 


ADVANCED FLO-MASTER 


Slender beauty of satin-chrome finish 
on drawn brass, delicately balanced 
with snap-on cap. Preferred by artists, 
school teachers, office workers. 


STANDARD FLO-MASTER 
“The Standard of All Industry.” Pre- 
cision-made of anodized aluminum for 
commercial and industrial use where 
rough handling is anticipated. 


KING SIZE FLO-MASTER 
Aluminum construction with greater 
ink capacity and felt tips up to 1 inch 
wide. Exclusive airtight, dual-purpose 
screw-down cap serves as permanently- 
secured receptacle. Designed for rug- 
ged, heavy-duty use at factory bench 
or shipping room table. 


CUSHMAN & DENISON 


MANUFACTURING COMPANY 
Carlstadt, New Jersey 


Please forward Flo-master Catalog and 
discount sheets. 


NAME 





COMPANY. — 





ADDRESS 





cITy— ZONE_____ STATE oe 
MS-11 





QUALITY PRODUCTS FOR 75 YEARS! mom 
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fern styling . . . decorative as 
tional. Ideal for home or office, 
hristmas gift! 


WRITE TODAY FOR FULL 
PARTICULARS! 


7 g® 
4 


oy 
Do 


811 Sengbusch Building 


Milwaukee 3, Wisconsin 
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This window produced better than average sales, reported Stationer 
Corp. of Los Angeles. In its display, showing Oxford Pendaflex 


filing systems and equipment, the firm demonstrated a number of 
indexing arrangements to meet a variety of filing situations. 





A new era began for American Pad & Paper Co. with dedication 
recently of this two-story, $700,000 plant at Holyoke, Mass. More 
than 450 windows, four feet wide and eight feet high, form a con- 
tinuous ribbon around the building. 


—/ 





Amercan Airlines has announced that a newly-developed lightweight 


portable voice recorder has been added as a special in-flight 
service feature aboard several of the carrier's coast-to-coast nonstop 
flights. 
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THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Finger Tip Control for 
“filing and finding» 





They 
hang! 


Just one demonstration proves the facility, 
accuracy of filing and finding with Guide-O-folders. Gone 
ore the days when file clerks had to push and haul sagging 
overloaded folders to file and find correspondence. Guide- 
0-folders simply glide along on the metal frame. The metal 
strips are anchored securely to Guide-O-folders, hence they 
are always in position. The adjustable metal tabs are 
slanted at a 45° angle for better visibility. 

Feature Guide-O-folders in your sales work. Write for a 


sample today. 


A complete line of Filing Supplies, 
“TRANSFILE” Fibreboard Transfer Files 


Guidle-O.Tiay 


STEEL DESK DRAWER UNIT 


Made to fit the lower 
deep drawer of all 
standard desks. Using 
this unit, the desk 
worker always has 
important and vital 
data at the finger tips 
—always in an upright 
Desition. Instantly 
available and _ instantly 
replaced. The unit con- 
sists of a metal tray 
ond 25 Guide-O-folders 
complete with adjust- 
able metal tabs and an 
Gssortment of inserts for 
tab headings. 


Guide System & Supply Co. 


New York 13, N. Y. 


335 Canal St. 












Visit us in Booths 83-84 at the Eastern Commercial Stationery 
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PATENTED “CLEAN CHANGE” TYPEWRITER RIBBON 
COPI-MATE’ 
now offers 
a complete 


*K merchandising package. 


for BIGGER and FASTER TYPE- 

WRITER RIBBON PROFITS and reduces 
high inventories. 

COPI-MATE Double Pack .. . The only rib- 

e bons available with a DOUBLE SPOOL PAT- 

ENTED ‘CLEAN CHANGE" package in a se- 

ries of 12 packs. One of the 12 packs will 

fit any standard, manual, electric and all 

portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 

e CHART and FREE SALES LITERATURE... 
A sure fire counter display (illustrated) con- 
taining complete ribbon inventory and sales 
aids. Display near cash register for quick 
impulse sales. 


COMPLETE LINE... Leedall has a complete 
e line of COPI-MATE PATENTED “CLEAN 
CHANGE” typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
““CLEAN CHANGE” line and you won't 
miss a sale. 
Dealers: Write for complete catalog and 
price lists. 
LEEDALL products mfg. co., inc. 


MILLTOWN, NEW JERSEY 


* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC. 


INKED RIBBONS - CARBON PAPERS - DUPLICATING SUPPIES 
- = = for more details circle 138 on last page 


SR 


Stationery Stores Strong 
In Valentine Promotion 


The number of retail outlets of all types 
participating in the promotion of Valen- 
tine’s Day as a gift-buying occasion has 
increased by 112 percent over a three-year 
period with a further marked increase 
expected this year, the Official Valen- 
tine’s Day Council reports. The Council 
is a non-profit, membership organization 
supported by manufacturers and designed 
to promote the sentiment and gift-giving 
traditions of the Valentine season each 
February. 

A spot check of various types of stores 
also showed an increase in February sales 
ranging from 7 to 31 percent as a result 
of a strong promotion, according to the 
Council. 

Stationery stores moved strongly into 
the promotion last year and promptly 
gained second place among all retail groups 
in promoting and participating in the event. 
This was based, it was said, on the re- 
quests received from all types of retailers 
for the official Valentine posters, counter 
cards and other sales aids that enabled 
them to tie-in to the Council’s national 
campaign. Jewelry stores ranked first, 
florists third and department stores fourth. 

Charlotte Thompson, executive director 


of the Council, says Valentine promotion 
“helps bridge the gap between Christmas 
and Easter after January sales have grown 
stale. In some stores, it can be a traffic 
promoter for a pre-view of spring mer- 
chandise.” 

Experience has shown the need for an 
extended promotion period prior to Valen- 
tine’s Day on February 14, said Mrs. 
Thompson. Retailers report gift sales in 
direct ratio to the length of time they 
have promoted the Valentine theme in 
ads, windows and interiors, she explained, 
and pointed out that a full two-week 
promotion has been found to produce the 
best results. 


Conference Includes 
Session on Leasing 

James Lillis, controller, The Burroughs 
Corp., Detroit, will conduct an Office Ma- 
chinery Manufacturing Industry Conference 
at the 27th Annual National Conference 
of the Controllers Institute of America. The 
gathering, to be held October 19-22 in 
Chalfonte-Haddon Hall, Atlantic City, is 
sponsored by the Institute's Philadelphia 
Control. 

The vice chairman of the session will be 
R. S. Laing, comptroller, National Cash 
Register Company, Dayton. The session 
will be devoted to problems associated 
with the growing tendency toward lease 
of office equipment 





Quicker! 


Pocket! 


wholesaler or write 


each 


each 


A fashion show with garments made of 
office supplies was the grand finale ajo 
kick-off dinner for Horder's Famous Brand 
fall promotion in Chicago. Saleswomen 
Evelyn Seiler wore this Triumph of Roses 
dress. The dainty roses are of yellow second 
sheets with a touch of black sheet-protecior 
inserts and rosebuds of mylar for acceni, 
The hat matches the yellow roses. Other 
“models” incorporated paper clips, rubber 
bands and expanding wallets in their oyl- 
fits. 


THE HANDIEST 


oN are) Wali ais G7: 


° Splits Cases and Cuts 
Off Tops Cleaner and 


* ideal for Making 
Carton Displays 


Can Be Carried in 
Kutto is the handiest tool ever made for the receiving and a 
hard use. 


room. Made of heavy quality steel, it will stand a life-time of 
Kutto is now available to you for re-sale purposes . 


- contact your 


us. 
Retail Price, 1 ee with blade and 5 extra blades in handle . 


$1.25 





Wholesale a 1 Dozen or more $10.00 per doz. f.o.b. Chicago 


Snippo is the safest string cutter on the market . . 
exposed blade and it is im 
structed of heavy steel and 


Snippo 


STRING 
CUTTER 


@ CUT STRING, 
TWINE OR ROPE 
. it has no 
ible to cut one’s self. Sturdily com 
plated to prevent rusting. Retail price, 





S 


WHOLESALE PRICES, F.0O.B. CHICAGO made 
1 dozen or more, with 5 extra blades, per dozen p saving 
2 dozen or more, with 5 extra blades, per dozen find 

3 dozen or more, with 5 extra blades, per GOZEN .........c.c.ceceseesesesneseesneees . “ x 
EVICE e 


—_— ee ne Manufacturers of Precision Cutting Tools ae 
titel linyliriy 
. vs. A 





Write for Circulars Folder 
Cc O NN 


MODERN SPECIALTIES COMPANY | | *~ 


4301 W. Ogden Ave. Chicago 23, Il. 
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SHIPMENTS 


Shipped in your name 














STANDARD & CUSTOM 


REGISTER FORMS] 


\ 





FORMS SHIPPED 
BY ROYAI 

ARE MANUFACTURED 
BY ROYAI 











Now 
NEw 


RAPID-SETS 
Eight standard, all- 
purpose, one-time 
carbon business forms 
. ready for crash- 


L printing customer’s 

, name, address, phone 
OY ALA number. Samples and 
prices on request. 








2 


REGISTER COMPANY 
NASHUA 





new member of the “addo-x” family of versatile machines, 
an automatic multiplier at conventional adding machine cost 
write: “addo-x inc’ 300 Park Ave, NY 22 





NEW HAMPSHIRE 
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FILIN G is so much 


better, 
safer 


the RONE®° Duplicator plus R°NE®-TRONIC picture reproduction 
makes professional quality printing a regular office routine 
write: “addo-x inc” 300 Park Ave, NY 22 


with 


Re Folders 


Soft folders and loose filing are out-of-date! Accobind folders 
made of genuine pressboard incorporating Acco Fasteners with space- 
saving compressors keep papers safe, tightly bound, easy to file and 
find. The unique Accobind transfer feature enables the bound papers 
to be removed from the folder and placed, ready-indexed, in the 
transfer file. With a new index sheet and Acco Fastener the Accobind 
Folder continues year after year, to give the finest filing-binding 
service. Tell your customers! 


ACCO PRODUCTS 
A DIVISION OF NATSER CORPORATION 
Ogdensburg, New York 
In Canada: Acco Canadian Co., Ltd., Toronto 
<a SSS ~neeng ae 
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Alaskan Dealer Among 
Victor Trip Winners 

The Fred Snyders of Snyder Office 
Supply, Anchorage, Alaska, were among 





the dealers who won a three-day luxury 
holiday in Chicago in Victor Adding Ma- 
chine Co.'s “Fortieth Year Fiesta’ sales 
contest. The Snyder firm had the highest 
over-quota sales, attaining 696 percent of 
of its quota. 

Other top-producing dealers who won 
trips were Business Equipment Co., Hunts- 
ville, Ala.; Business Equipment Unlimited, 
St. Petersburg, Fla.; Ft. Pierce Typewriter 
Co., Ft. Pierce, Fla.; Laird Office Equip- 





ment Co., Charleston, W. Va.; and Office 
Supply Co., Las Cruces, N'.. M 

Six top regional branch salesmen also 
won Chicago trips. Runners up and leaders 
in the final month won cameras, transistor 
radios, portable phonographs, luggage and 
jewelry. 


New Distributors, 
Representatives Named 

Wausau Paper Mills Co. has appointed 
Roberts Paper Co., 41 Bassett Street, Pro- 
vidence, R. I., as distributor in Rhode 
Island for its entire line of fine papers — 
watermarked and wunwatermarked bond, 
ledger, mimeo and duplicating papers, as 
well as offset, index, text and cover paper. 

Arthur R. Deidrick, former retail sta- 
tioner in Lorain and Elyria, Ohio, is now 
representing Associated Stationers Supply 
Co. in Northern Ohio, Western New 
York and Western Pennsylvania — the 
territory formerly covered by Bill Bard- 
well. 

American Safe and Lock Co., 1000 V 
Street N. W., Washington, D. C., has 
been named Protectall Safes distributor in 
that area. Mosler-Taylor Sales Ltd., 145 
Front Street, East Toronto, Ontario, has 
been named Canadian distributor for the 
Protectall line. John Ernst Enterprises, Inc., 
109 S. Division St., East Troy, Wis., has 
been appointed distributor for the state 
of Wisconsin. 





The Bradley Corp. has enlarged its line 
of Stationers’ specialties and desk accesso. 
ies and has expanded its sales force to 
include Ed M. Leavitt in Illinois and 
Wisconsin, Shelden Mermell in California 
and Herbert A. Mohbat in Michigan, Ohio, 
Indiana and Kentucky. 

Kimball Manufacturing Corp., produc. 
ers of fiber-glass waste baskets and sand 
urns for offices, has appointed I. S. John. 
son, P.O. Box 8261, Houston, Texas, as 
representative for Arkansas, Texas, Okla. 
homa and Louisiana. 

Nicholas Tarrant of Palasade, N. J, 
has been appointed sales representative for 
Cushman & Denison Manufacturing Co, 
in the metropolitan area of New York 
City — including Long Island, West. 
chester County and part of northern New 
Jersey. 

Larry D'Amico, a graduate of the Ken. 
dall School of Design, has been appointed 
interior designer for General Office 
Equipment Corp. in Pittsburgh, accord- 
ing to Edward Eggleston, president. 


Ken Nelsen Dies 

Ken Nelsen, Midwest district manager 
for White & Wyckoff Mfg. Co., died re 
cently at his home in Palatine, Ill. He had 
been with the firm more than 18 years 
and was known by department store buy- 
ers and gift and stationery dealers through. 
out the area. 





With new Marketing Director 





BAT 


Alice Gail at the helm, sap 
the Art Guild family lines up this way: 
ART GUILD * Greeting Cards — 
ENCORES + Studio Cards a 
MERRIE CHRISTMAS * Personalized Cards alieg 
4 Sa Heac 
250,000 eq. ft. on ten acres of land trate 
‘ List 
Everything's new about the country’s top Up-To-Date book 
c 2 to $ 
Greeting Card Line except its usual, unusual values - 
List 
SINCE 1907 sale 
e Ui F play 
with 
of ¢ 
repr 
OF WILLIAMSBURG, INC. 





th 
MAIN OFFICE: 3280 Broadway, New York 27, REGIONAL SALES OFFICES: Kansas City, Los Angeles, e Plant: Webster, Mass- 


MEMBER OF THE NATIONAL 


ASSOCIATION OF 


GREETING CARD PUBLISHER: | 
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hot holiday item 
Ss; that means “<« 
cold cash to you! 


* 






siiicteitltedecd 


BATES LIST FINDERS — 
Always sure-fire sellers, at Christmas time—and all the time— 
for sound and solid reasons: 


Because of recognized quality, smart design and wide selection, 
Bates List Finders enjoy brand preference that assures you 
turnover and profit. And they’re pre-sold by 

colorful national advertising. 


Headed by the deluxe Cavalier model (illus- } 
trated above) the complete line of Bates 
List Finders meets all tastes and pocket- 
books. 6 models, 35 finishes—from $1.95 
to $7.50. 







Be sure to check your stock of Bates 
List Finders. Display them on the 
sales-stimulating Bates Counter Dis- 
play shown here—yours at slight cost 
with the purchase of an assortment 
of 6 List Finders. Ask your Bates 
representative or write for details. 


th BATES manufacturing co. 


Orange, New Jersey 
New York Office, 30 Vesey Street, New York 7 
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Corrections 
are So hasy 







‘ 


tomeake | 


on fluid aGuaplicetor masters with 


(Yeh correction tape 


FAST, NEAT,CLEAN? NO SOILED HANDS 


Correcting fluid duplicator masters is a breeze with 
Avery adhesive Correction Tape. There's no scraping, 
erasing or smearing. Save useless trips to the wash- 
room — no smudged hands or dirty fingernails — no 
wasted time. Just press on, then type on! It’s easy 
to use — fast and clean! 

Available in rolls ready to use in 1/6”, 2/6” and 5/6” 
widths in handy Kum-Kleen dispenser. 





/ a PRESS ON reverse side of 2, TYPE CORRECTION with light 


master over a ~ touch. Master stays in 

ening . . . just : 

with a finger touch. ere. < «ae 
aligning. 


The boss will like it too...for it saves 
him time and money. 

Dealers: 
rection 
TODAY! 


Stock up now on Avery Cor- 
Tape. Call your wholesaler 




















1 AVERY ADHESIVE LABEL CORP. Dept. 116 
, 117 Liberty St., New York 6 © 608 So. Dearborn St., 
I Chicago 5 © 1616 So. California Ave., Monrovia, Calif. 
1 Avery Adhesive Label Corp. (Canada) Ltd., 48 Haas : 
Road, Toronto 15 ¢ Offices in Other Principal Cities ‘ 
. Please send samples of Avery adhesive Correction Tape 
{| my name sascha a 
t company cceseiieapaineineniilai _ I 
j 
address ‘ ee 
1 : 
;. ee... state - 
——— oO eee eT eT ee ee ee eT Se ee ee ee ee 
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Chair FOR APPEARANCE, COMFORT, WEAR Mosler Heads National 


$2995 @ Cosco “Office fashioned” Chairs are | Junior Achievement, Inc. 

$31.95 designed by seating engineers and mass- | Edwin H. Mosler, Jr., fourth ot 

Zone 2 ’ Cy ere president of the Mosler Safe Co., has 
*- ) ) . ° ° 

been elected national president of Junior 


: i : Achievement, Inc., a program of economic 
chairs costing twice as much. All component -ducati teeh.a0 
i] education for teen-agers. 


produced by skilled craftsmen . 
better, feel better and wear better than other 


parts except casters are manufactured in 
our own plant . . . a practice which permits 
quality control and greater economy. Thus 
Cosco is right for today’s market when care- 
ful purchasing is a major trend. 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


Model 20-LA : Model 23-L 

Conference Chair General Chair 

$29.95 

GS in Zone 2 Ed Mosler is congratulated by S. Bayard Col- 
gate, chairman of the board of Junior 
Achievement. 

Model 18-TA Mr. Mosler had been a director and 

Executive Chair j b f . Achiev “2 ? 

$49.95 member of Junior chievement's policy 

($52.45 in Zone 2) making national executive committee for 
the past three years. 

Under the program last year, 60,000 

high school students floated stock to form 
3,433 small-scale businesses for the manu- 
facture and sale of a product or service 


Moves desks and heavy 
office equipment without 
effort when 

cleaning floors 

or rearranging 


Louis Kriloff, right, president of Kriloffice, 
Inc., of Chicago, shows a new office chair to 
Mr. and Mrs George Cantrell of the Eagle 
Signal Co., Moline, Ill., during grand open- 
ing of new showrooms of Kriloffice, pioneer- 
ing firm in the office furniture leasing 
business. 





Busy maintenance personnel need no longer be See ped sans ae 
called in when minor furniture rearranging is nec- write for free folder New Stacor Distributor 


essary and, after hours, desks may be easily moved Engineers Supply Co., 26-28 Brattle 

‘ ‘ ‘ Street, Boston, and 191 Church Street, 

for cleaning or buffing operations. The Des-Kart Sietfeed tes been gamed @ dine 

works on carpets or hard surface floors and spells | Stacor Equipment Co. The firm will ware- 

an end to moving problems. No jack, no cranks, house the complete Stacor line of drafting 
WRINGER. INC. 


clean, simple—just slip the Des-Kart under either equipment for prompt delivery all over 


end of a desk and it’s mobile. P.O. BOX 658, MUSKEGON, MICH. New England. 
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“a ft e 


box card 
story 








"a appearing in the 
"a Oct. 25th issue of the... 


= SATURDAY EVENING 


et Le I 





29,456,000 people will see 
the box card feature story 
“theirs is a ticklish business.” 


appearing on your newsstands October 21st 





office, 


send for free brochures 


box cards 


shipped from los angeles and new york 


air 
Eagle 
open- 
neer- 
asing 





rattle 
treet, 
r for 
ware- 
fting 
over 





526 n. la cienega blvd., los angeles 48 


"ours is a ticklish business" 
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To sell more dictation 


equipment... sell ‘‘House 
Current Anywhere !”’ 


Now... 
Dictating 

Machines and 
Tape Recorders 


are TRULY PORTABLE, with 
110 Volt A. C. Current from 
a Car Battery, with a 


aide TrarElectric 


MOBILE POWER CONVERTER 





“Supreme” converter provides 175- 
200 watts, A.C., filtered for dictat- 
ing machines & recorders. 
Converts 12 volt battery current to 
110 volt, 60 cycle A.C... . handy 
remote control switch included. Other 
models, from 35 to 200 watts, 
powered from either 6 or 12 volt 
batteries. Priced from $21.95. 
SUGGEST OTHER A.C. USES 


In addition to Dictation, Recording, and 





Larger Office Equipment, Trav-Electrics 
power Lights . . . Radios . . . Phonographs 

Hi-Fi Sets... P.A. 
Advertised in| Systems Port- 
Sales Manage- | able TV . . . Solder- 
ment and other | ing Irons .. . Elec- 
national maga- | tric Drills . . . and 
zines. other Electronic 

Equip t and Tools. 








if Your Jobber Cannot 
Supply You, Write 





fevaie COMPANY] 





Designers & Mfgrs. of Electronic Equipment Since 1927 


1071 Raymond Ave., Midway 6-2514, 
St. Poul 14, Minn. 
IN CANA : Atlas Radio Corporation Ltd. 


venue . Toronto 10, Ontario 


50 Wingold 
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New packaging designed to increase sales, 
improve identification and simplify inven- 
tory and stock control has been introduced 
by Oxford Filing Supply Co. This view of 
the filing supply section in the |. Heerschaft 
Co. store in Hicksville, N. Y., shows how the 
new labels look on a dealer's shelves. 


Manufacturers Announce 
New Plants, Warehouses 

Gov. Luther H. Hodges of North Caro- 
lina formally dedicated the new, 80,000 
square foot manufacturing plant of the C. 
Howard Hunt Pen Co. at Statesville, N. 
C., September 19. 

A new, ultra-modern building at 9830 
Bellanca Avenue, Los Angeles, Calif., pro- 
vides manufacturing, warehouse, office and 
showroom space for Kingsbacher-Murphy 
Co., makers of plastic products including 
presentation albums, binders and loose leaf 
protectors. 

In order to improve service for accounts 
in the Southwest, Codo Manufacturing 
Corp. has opened an office and ware- 
house at 1207 Dragon Street, Dallas, 
Texas. 

Warshaw Manufacturing Co. has added 
one floor with 20,000 square feet to the 
space it occupies at 1 Main Street, 
Brooklyn, N. Y. New machinery has been 
installed for the production of Superdex 
filing supplies and gummed specialties. 

Cole Steel Equipment Co. has added 
25,000 square feet to its Chicago ware- 
house to insure more efficient handling 
of dealer orders. 





Custom desk for the pipe smoker was de- 
signed and put to use by John Mosler, ex- 


ecutive vice president of the Mosler Safe 
Co. A special rack to protect the pipes is 
set on metal runners, 


TEP 
ie. 


| Ruler Sales 
And Profits 


ET 


eee 
| 


‘BSENCO 


<S£RAI 


~ RULERS 


AND YARDSTICKS 


DISPLAYS 


| % 
| 
| 
| 
| 














The more they see ‘em the 
more you sell. Set up these 
Senco counter displays and 
see it proved—with profits. 











Three types of Senco Displays avail- 
able. One for School Rulers . . . one 
for Office Rulers and the general pur- 
pose Senco Sell-O-Ramo. Write for 
catalog, prices and deal. Buy from 
your nearby jobber. 





| SENECA NOVELTY CO., INC. 
| Mfrs. of SENCO Rulers and Yardsticks 
52-54-56 MILLER ST. 

| SENECA FALLS 6, N. Y. 
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copy 
holders 


job 
ticket 
racks 





check racks 


LONG LINE ---LONG PROFIT 


Sell the long line - + + 
of over half-a-hundred items. 






a build-up 
desk trays / 


/ 


new horizontal 
build-up files 





Lit-Ning is unequalled for 
pace-setting design and quality of 
construction. Fast delivery 
from two modern Lit-Ning factories. 
Long dealer profit on these 
fast-turnover items. 


horizontal files 


card index 
file boxes 


message racks 


new vertical 
add-on files 





” in-and-out-boards 

Lit-NING PRODUCTS CO. 
3907 Duquesne Ave., Culver City, Calif. 
Please send me my new LIT-NING CATALOG 
& Discount Schedule 


FIRM NAME alll 








sain * 
LIT-NING PRODUCTS CO. 


SALES OFFICE: 3907 Duquesne Ave., Culver City, Calif. ADDRESS ——___—___— 
MAIN OFFICE: P.O. Box 3370, Fresno, Calif. 
FACTORIES: Fresno, California * Fremont, Ohio. 





CITY ZONE ——__STATE — 








' MY NAME 
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Betty Betz (Mrs. Frank McMahon), the S. K. Smith Company’s 
teenage designer of leatherette products, along with her 
husband, Frank McMahon, played host and hostess to Princess 
Margaret of England on her visit to Canada this year. They 
are shown here at Fort St. John. Mr. McMahon is one of 
Canada’s wealthiest oil men. It’s possible the Princess re- 
ceived some Betty Betz scrap books and albums to take home 
to her nephew and niece. 





A traditional champagne christening opened the National 
Office Management Assn. show in Chicago for Globe-Wernicke 
Co. Assisting R. Herman Hammer, G-W president, is Jackie 
Walker, Miss Photo Flash of 1958. Mr. Hammer and other 
GW executives also took a flying tour of Western Europe this 
spring to visit the World Trade Fair and view Evropean manu- 
facturing techniques. 


58 


Five acres of floor space under one roof and vastly increased 
dock facilities are important features of this new Kansas City 
plant being taken over by Stuart Hall Co., supplier of stg. 
tionery, school and office suppli The pany was founded 
in 1943 as a family ‘‘b t busi " Today more than 
20 percent of the firm’s personnel are stockholders. 











VIEWS 
of the NEWS 


Horace B. Van Dorn, right, known by thousands in the trade 
as “Van” and “Mr. Pencil”, receives a diamond-studded tie 
clasp from Frank G. Atkinson, president of the Joseph Dixon 
Crucible Co., on the occasion of Mr. Van Dorn’s 50th anniver- 
sary of service in the company. Other gifts were an an- 
niversary check, a volume of congratulatory messages and a 
lamp table carved from the wood of a tree grown in the 
Joseph Dixon Memorial Forest at Ticonderoga, N. Y. 





MODERN STATIONER, NOVEMBER, 1958 


DOr 


ON TH 


You ne 
right 
busine: 
the toy 











as 
of sig. 


oa 





d tie 
dixon 
iver- 


nd a 
| the 





58 





DON’T BE CAUGHT SHORT 
ON THESE NATIONALLY ADVERTISED ITEMS! 


You needn't be, because they will be available 
right up to the last minute -- and last-minute 
business can push your sales figures way over 
the top. 







PIN-NUP 
CHRISTMAS CARD TREE 


Convenient for displaying 
Christmas cards in the 
home. Practical, decorative, 
and most unusual. A “nat- 
ural" for impulse sales. 


$1.25 retail 


THERMO GLO CHRISTMAS CARDS 


A choice group of excit- 
ingly attractive designs in 
glowing colors, richly ther- 
mogrephed and brightly 
accented with touches of 
jeweltone lustre. Printed on 
our own premises, all num- 
bers will be fully available 
up to Christmas Eve. 


Solid Pac boxes, 
$2.00 retail 





CHRISTMAS CAROL NAPKINS 


Words and music of nine 
old favorites charmingly 
illustrated on fine white 
paper damask napkins. 
Colorful and in excellent 
taste, perfect for holiday 
entertaining. 36 assorted, 
attractively boxed, 


$1.00 retail 





Order now, reorder right up to December [5th 
-- and later still, if you like -- we can keep you 
well supplied from adequate stocks of all these 
fast-selling items. All available for immediate 
shipment throughout the entire season. 


(Liat atic 


Empire State Building, New York |, N. Y. 
32 East Union Street, Pasadena, California 
“4519A Merchandise Mart, Chicago, ‘Illinois 
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* 
GIFT WRAPS... (jal) wm 
tS. Lv 
EVERYDAY 
CUTTER 
BOXES 


TISSUE DISPLAY 
CARTONS 


‘ il’ ml t 

~ is MASTER 
DISPLAY 
ASSORTMENTS 


EVERYDAY 
PACKETS 


Se 





MATCHED 
ENSEMBLES 





FIESTA PASTEL 
ENSEMBLES 


FLAMEPROOF i 
BANQUET TABLECLOTHS 


a 


NAPKIN DESIGNS... lwwmubly 


LUNCHEON * DINNER SIZES 


3 NEW YEARS ’ 


COCKTAIL * 


VALENTINE THANKS 


GIVING 


FLORAL 


CREPE PAPERS... (ol/ossal’ 


IN SMART NEW, EXCLUSIVE TUTTLE COLORS 


FLAMEPROOF 
ROLLS 











FOLDS 


STRIPED 
ROLLS 


For Every Occasion 
and Holiday ... 


Paper ods 


TUTTLE PRESS COMPANY 
‘APPLETON ®© WISCONSIN 


Paper Specialties yeu want from One Sewree 


NEW YORK: 1123 CHICAGO: 20 N. Wacker Drive 
Telephone: © 


. i Telephone: CEntral 6.7013 
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Step Up Envelope Profits 
With Justrite Specialties 











Tamperproof Safety Fold Envelopes is one of the 
Justrite specialties which will help you fill all of 


your customers’ envelope needs . 
doors to new accounts, too. 


. and open the 


These functional envelopes have multiple usage for 
banks, savings associations, and other businesses 
where bulky mail must be kept confidential. Tamper- 
proofs are available in flat and expansion styles 
and are furnished in a variety of sizes, from 41/2" x 
742" to 12” x 18", to take care of all mailing re- 
quirements. 


Extra heavy gumming on the flaps insure positive 
sealing and rugged brown kraft stock enables valu- 
able contents to be handled with complete safety 
in the mails. And Tamperproofs can be obtained at 
the factory with or without your customer's imprint. 
Other popular envelope products in Justrite’s com- 
plete line include Currency Gift Envelopes, Self 
Service Envelopes, Bank By Mail systems, Florist 
Envelopes, First Class Mailers, Zenith Bank Pass 
Book Jackets, Bankers Kraft Envelopes, and many, 
many more. 


Write either Justrite factory for Price List 5-6 and for 
more information on these and other items in 
Justrite’s full line of standard and specialty envelope 
products. 

Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 


300 East Fourth Street ©* Saint Paul |, Minnesota 
20 East Jackson Boulevard * Chicago, Illinois 







JUSTRITE ENVELOPE MFG.CO., INC. 
523 Stewart Avenue, S.W. ¢* Atlanta, Georgia 
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NEW PRODUCTS + « « « (Continued from page 14) 


Easel Binder 20 


A new VPD (visible, protected 
displayed) binder made of Virgin 
vinyl that resists scuffing and fray. 
ing has been introduced by Joshy 
Meier Co. in both 3-ring Lock-up 
and multo-ring loose leaf mechan. 
isms. This new vinyl displayer comes 
in three colors. A special push-button 
lock shuts the rings tight and pre 
vents them from springing open, 
no matter how heavily loaded. The 
Easel Binders come in four sizes. 





denza fronts are also made of 


Vinyl-Steel Desks 21 
Removeable drawer fronts of 
vinyl-clad steel in a wide selec- 
tion of patterns and colors are 

a 

' i 

the new material. The vinyl 
plastic, bonded to steel, is de- 
scribed as extremely durable, and more resistant to scuffing and 
and fading than painted steel. The new line offers a choice of 


offered by the H-O-N Co. in 
pedestals in three cepths, tops of eight varying sizes, leg designs 


its new “Million Line” desks. 
Matching back panels and cre- 

in three different styles and a variety of optional credenza com. 
ponents. 


Vertical Add-on File 22 

Lit-Ning Products Co. has in- 
troduced a new vertical add-on file 
as an addition to its line of steel 
office accessories. Half-moon ait 
outs on dividers facilitate insertion 
and removal of papers, catalogs and 
telephone books. The new item is 
shipped “knocked down” in stand 
ard sections which are quickly and 
easily assembled to any width de 
sired. Rubber feet protect the desk. 





Four colors are available. 


Calculator 23 

Control Systems, Inc., distributor 
of the Plus line of key-drive adding 
calculators, has announced it will 
distribute a new line of fully auto- 
matic rotary calculators under the 
name of “Plus Diehl.” There will 
be nine models, ranging in price 
from $525 to $925 and featuring 
automatic short cut push button 
multiplication, full back transfer, 
Duplex register, full cent and visible 
key board dials. 





Desk Attachments 24 


Flat top metal desks can be 
converted for typewriter use in 
minutes with two new units by 
Globe-Wernicke. One is an auxil- 
iary typewriter stand which forms 
L-shaped desk arrangement and 
gives 561 additional square 
inches of working area. The 
other is an auxiliary typewriter shelf, pictured. Both units slide 
easily and securely into the space occupied by the top box 
drawer in either pedestal of a Streamliner metal desk. 


Ss 
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MORE NOW! NEW LOW PRICE on 


7 PEOPLE FLEXO-SPACE Self-Service Island 
2» BUY ANNOUNCING our 


New low prices on 





Otected, FLEXO - SPACE Self - 
| Virgin e Service Islands. Here 
nd fray. is your opportunity 
Joshua to follow the trend 
Lock-up of thousands of ag- 
mechan. gressive merchants 
TCO like yourself and 
h-uiy modernize your store 
with Self - Service 

nd pre. fixtures. Do it with 
hk. FLEXO - SPACE at a 
“d. The savings of 50% 
* over competitive Is- 

MARKING DEVICES arg 

gives you Self-Serv- 

21 ice, Mass Display 


~ and 300% more 
ps Selling Space than 
THAN one flat-type counter. Yes, in only 121/2 Sq. Ft. of floor 

area you get 50 Sq. Ft. of selling space. Raise or lower 

the middie shelves every 2” within 15 adjustments. FLEXO- 
ANY SPACE is a complete Island! Your customers shop on 4 
sides from 5 large Self-Service shelves. The time-saving 
and money-making advantages of FLEXO-SPACE have been 
“Tested and Proved” by thousands of retail merchants. 
New amazingly low prices on FLEXO-SPACE at almost 50% 
less than you expect to pay. Without obligation write for 




















+ and FREE catalog on FLEXO-SPACE and other Self-Service fix- 

Ice Of tures. Do it now — Today! 

designs 

a com Mfrs. write for special extra low prices. 
ADD SALES COMPANY 

it 829 York Street Manitowoc, Wisconsin 

: fx 1OUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 43 
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DESIGNED TO MAKE PROFITS FOR YOU! 


Here's a bright new display card with 6 gleaming 
Deluxe KLEENCUT Micro-Tension Shears that’s 
sure to boost sales in your store. You get 3 all-pur- 
pose 7” STRAIGHT TRIMMERS and 3, 7” BENT 
TRIMMERS mounted and ready to sell on this eye 
catching merchandiser. All six shears feature the 
exclusive Micro-Tension adjustment device making 
it simple for the user to set blade tension anytime 
with a quick twist of a coin. Women like this Deluxe 
KLEENCUT feature because they can adjust their 
own shears to cut cleanly and more comfortably on 
a wide range of materials and no more loose 
sloppy blades! Every pair is tested and its replace- 
ment guaranteed if defective. thereby assuring you 
of customer satisfaction. The KLEENCUT Micro- 
Tension merchandiser is available in either the 
#1903 fully nickel plated assortment or the + 1905 
black enameled handle assortment 














its by #1903 Retail ea. $2.25 #1905 Retail ea. $1.69 
— ——<——“< = 7 
eal | : : #1903 Merchandisers... +1905 Merchandisers : 
eo | E SHEAR COMPANY | Dealer Name ; 
slide | om ‘ ; ebdimetiescnunteastete! ; Store ! 
box | | FOR COUNTER, ‘WALL, WINDOW, PEGBOARD Pee ~~ ; 
| Send coupon to your jobber or to us. 1 E . — i 
THE ACME SHEAR CO., BRIDGEPORT 1, CONN.| Jobbers Name " 
1958 World's Largest Manufacturer of Scissors and Shears. TD RE EES a ON Oe NT? ie 
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take the 
BEE LINE 


for profits ! 





AQUABEE 


Trademark of America’s most complete 
line of quality Drawing Papers! 

e Drawing Papers 
e Watercolor Papers e White and Colored 


e “Canvaskin” Charcoal Papers 
In Rolls, Sheets, Wire Bound Books 


e Tracing Papers 





American Watercolor Society 
Handmade Watercolor Papers. 


Endorsed by famous 
watercolor artists! Also 
available in a Student Grade. 





paper CO., ine. 
New 
‘The Home of Artists’ Papers” 


100 Eighth Street ¢ 


Passaic, Jersey 
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Aigmont the office supply buyer says... 


} "an index divider 
that lasts 





Aigmont’s excited about AICO’s 
Rip-Proof Loose Leaf indexes. They 
won't wear, tear or pull through at holes 
Ideal for use in ring books, post and 
ledger binders and memo books. 
Binding edges are reinforced with 
MYLAR‘ plastic. It is stronger than 


other reinforcing, less bulky... and 
costs less! 


In all stock sizes and made-to-order. 
Choice of a wide variety of index tabs 
and colors, 


AVAILABLE AT YOUR STATIONERS 
or write for samples and prices 


G. J. AIGNER CO. 
426 S. Clinton St. 
Chicago 7, Iilinois 
Plants in Chicago; 
Rochelle, Ilinois; 


New York and Calif 
? 
DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 
*consumer readers of business magazines carrying this AICO advertisement, 
- - + for more details circle 103 on last page 








* DuPont's registered Trade 
Mark for its polyester film. 





NEW PRODUCTS ..........+. am 


Blister Pack rh} 

. Top sellers in the Wearever ig 
of pens and pencils are now aygil 
able in pilfer-proof displays. Bad 
item is protected by a_heat-sealgj 
blister pack which is attached to » 
oversized card. Twelve cards gp 
included in each self-selling counte, 





; display. The Wearever line fy 

% David Kahn, Inc., includes a com. 
plete selection of ball pens, fountaip 
pens and mechanical pencils price 
from 29 cents to $1.49. 

Contemporary Chairs % 


The new “K” series office 
chairs by Cramer Posture Chair 
Co. is available in five models 
all of contemporary design and 
compatible with steel or wood 
furniture. The steel tubular 
frame, in “wall saver” design, 
forms a stylized “K”. Two of 
the models are side chairs, three 
are swivel chairs with the basic 
posture chair adjustments. Seat 
and back cushions are of molded foam latex 
covers come in a wide selection of colors and 
chairs have walnut arm rests. 





and 


removable 
fabrics. Arm 


Stencil File 27 


Plan Hold Corp. has announced 
a new Vertiflex Pocket File for 
negatives, plates, stencils, artwork 
and x-rays. The filing system con- 
sists of special kraft envelopes that 
will accommodate these materials up 
to 24” by 30”, vertically suspended 
from flexible aluminum _ hanger 
blades. Files may be mounted ona 
wall surface or contained in a Plan 
Hold Combo Cabinet. Ninety-six 
envelopes require one foot of wall 
space. Complete wall mounted tack 
lists for $28.75. 


Shears Display 28 
Acme Shear Co. has developed a 
new display card featuring six Delux 
Kleencut shears with Micro-Tension 
adjustment. The adjustment feature 
allows users to set their shears the 
way they like them with a coin. 
Blade tension can be changed 
quickly and easily. The fully nickel 
plated shears sell for $2.25 each ‘ 
and the enamel-handled shears sell for $1.69. Each pair is tested 
and has a replacement guarantee if defective. 





Counter Stand 29 

An attractive counter or window 
stand is being offered dealers by 
Leathercraft, Inc. The stand is designed 
to display in minimum space a brief 
bag, attache case, zipper case or ring 
binder. Leathercraft also has a new 
1958-59 catalog available. 
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VERTICAL 


P LAN r/ 7 FILING EQUIPMENT 


brings engineering efficiency to the care and 
use of prints, plans, drawings, all large sheets. 


Be sure to get your full share of sales generated by our 
consistent national advertising to your best prospects: 
architects, builders, heavy construction, engineers, de- 
sign consultants. Display the complete PLAN HOLD 
line. Use our direct mail pieces for your own list. 


PLAN HOLD Distributors 


Gus BruningCo., 8.L. Makepeace, inc. The A. Lietz Co. 


am. ~ . Boston, Mass. California 
ranches A. & B. Smith Co, 
Dieterich Post Co. Pittsburgh, Pa. pts j con La oa 
California Defiance Sales Corp. 
B. K. Elliott Co. New York, Philadelphia w. R. Watkins Co., 


Buffalo, Cleveland, 
Detroit, Pittsburgh 
Keuffel & Esser Co. 
All branches 


Eugene Dietzgen Co. 
All branches 


Charles D. Griffin Co. 
Alaska 


Toronto, Canada 


C. J. Castro & Cia. 
Caracas, Venezuela 












Manufactured by Plan Hold Corp., South Gate, California 
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NEW... DISTINCTIVE 
EYE-CATCHING 


; HAMMOND’S 
“” : aa is” 
ge INFLATABLE 


ILLUMINATED 


INTERNATIONAL 
GLOBE 
$24.95 


Non illuminated 
$16.95 


















> Handsome, wrought iron, 
rubber-tipped table stand 
harmonizes perfectly with 
any decor; doubles as an 
attractive wall bracket. 





The world in beautiful color...on a glasslike, washable, vinyl surface. 
Unbreakable globe deflates and folds flat for storage or shipping; features 
unique lighting mechanism in axis that illuminates from within. Large, clear 
and easy to read, Hammond Illuminated International Globe measures 
almost five feet around at equator. An exceptionally decorative and useful 
appliance, it will add a note of distinction to any office or home. 


See the many opportunities offered you by the extensive line of 
Hammond globes, maps and atlases — write now for your copy of 
the latest C. S. Hammond catalog. 


C. 


Maplewood 
New Jersey 


a 


S. Hammond & Co. 
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Hape 





Héeeper 


HOLDS POSTAGE STAMPS 
. . . BY THE ROLL! KEEPS 
THEM DRY, CLEAN, HANDY! 


$100 


Heavy brass design with black 
lacquer base on protective felt. 
Doubles as a handsome paper- 
weight... on a home or office desk. 
A gift anyone can use! 





Ideceper 


THE HANDY. .. AND 
HANDSOME CELLOPHANE 
TAPE DISPENSER 


$150 


Attractively styled in brass with 
black lacquer base, felt underpad. 
Easy to refill. Holds up to 400-inch 
roll of 4” or 34” tape. A perfect gift 
—useful as well as beautiful. 


© propucrs 


© Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. p 
Send for catalog describing complete PAT line: ; 


ee 3 9 OREN cpg OOH gpa gi 


— 


g 
' 
% % 
P| 








i 


Stomp Keeper » Tape Keeper « Reel Riter Ball Point fen ¢ Pin-On Pencil 
TElattach Pencil « Key Keeper « M R 











\ SEE US AT THE NEW YORK STATIONERY SHOW 
--- , for more details <i circle 137 on last page 
WE DON’T MEAN JUST “NEW”! 
@ Exclusive _ self-ad- 
justing handle. 
@ Exclusive Design. 
@ Not 1. but 2 
QUALITY LOCKS 
electronically weld- 
ed to case. 
@ Double reinforced 
bottom. 
@ Full 2” expansion. 


@ Legal size, 15-1/2” 
x 11-1/2”. 


EXPAND-A-LOPE vs. ns. 


Low-priced Quality Briefcase with 2" Expanding Gusset 
Forget all previous concepts of briefcase value, appearance, 
wear. Angler’s, originators of quality Vinyl briefcases, gives 
you EXPAND-A-LOPE. Low Priced, yet obsoletes any like- 
appearing item selling up to $20. Heavy 45 gauge Buffalo 
grain. 1-piece virgin Vinyl. No “faking” with cardboard. 
No skimping. Electronically welded seams, locks and handle. 





Definitely not cheap, chain store or imported “bargain’’ mer- 
chandise. 

#73 EXPAND-A-LOPE with smart new all Vinyl, steel 
reinforced handle guaranteed never to pull off. Exclusive 


feature allows automatic adjustment in use. Handle lies flat 
when used as an under arm case. 

LEGAL SIZE: 15% inch x 11% inch; legal file folder enclosed. 
DEALERS NET: #73, $21.60 dz.; #72 (without handle) $18.00 dz. 
QUANTITY DISCOUNTS: 5% on 6 doz.; 10% on 12 doz. 
COLORS: Seal Brown, Jet Black, Luggage Tan. 

SHIPPING WEIGHT: #72—16 Ibs. per dz. #73—19 Ibs. per dz. 
PACKING: #72 & #73—1 doz. in display box. Asstd. colors. 
Order a Trial Dozen today — See Your Jobber or Write 








ANGLER’S CO. Flushing 58, New York 
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STOP! LOOK! SELL! 


e DRAWING SETS 

e DRAFTING INSTRUMENTS 
e DESIGNING AIDS 

e DRAFTING MATERIALS 

e DRAWING EQUIPMENT 

e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. at DOWN-TO- 


EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 


No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
real sales stimulator ! 

Retail price: 

Your cost: 

Your profft:........... 6.80 


No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades - assures a per- 
fect true point every time. A sure bus- 40% 
iness builder! 

Retail price: 

Your cost: 

ke eee 8.40 


discount on any display, plus 
additional 10% en purchase of 3 or 
more different. disploys. Over a 
dozen displays to choose from. 

Send for free display brochure. 


GIANT - NEW 
, 1958 ALVIN 
» CATALOG 


84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also on ideal 
sales tool, 


“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 


Windsor, Connecticut 
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am Man CRAM Quality 
“7° WORLD GLOBES 


Are well known and 
a Popular Choice 

















Stock up early. 
Refer to 
new Cat. No. 68 





New models 
available. 


Prompt shipments. 








Pictured here an all 
wood exclusive mount- 
ing containing a New 
Modern Atlas. 


THE GEORGE F. CRAM CO. INC. 


730 E. Washington St., 


Indianapolis 7, ind 
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Magnetic Index 30 

Autopoint Co, 4 
division of Cory Corp, 
has a new, modem 
styled index with 4 
lifetime magnet. Qp. 
erating ON a new mag. 
netic principle j 
chooses the right card 
every time in one easy 
operation through use 
of magnetic action, the company says. The Autopoint Magnetic 
Index is available in three lid styles and in seven brilliant tele 
phone colors. A silver-like finish release bar and indicia highlight 
the new colors. The lid lies flat for ink entries and cards slip 


out for typing. Also, new from Autopoint is a ‘‘Pensette” ip 
telephone colors. 
New Easels 31 


A professional studio easel designated 
the No. 250 Imperial Easel has been 
added to the line of equipment for the 
artist and draftsman by Anco Wood 
Specialties, Inc. The Imperial is said 
to provide better support for large 
canvasses by means of an added sup- 
port on both sides of the center post. 
The adjustable utility tray is equipped 
with a built-in palette holder. List price 





is $15. This model and other Anco 
easels can be folded for compact 
storage. Other easels range from a $4.25 Pre School model to 


the $25 Presentation Easel for sales offices, conference rooms, 
show rooms, trade shows and instructional areas. 


Fashion Pencil 32 


A mechanical pencil designed as 
a women’s fashion accessory has been 
launched by the W. A. Sheaffer 
Pen Co. to match the Lady Sheaffer 
fountain pens introduced last spring. 
The pencils can be sold individually 
or in ensembles with the pens. With 
each pencil is a harmonizing purse 
case with a clip attached. The 
pencils have no clips. Prices are 
from $4.95 to $65 for the mech 
anical pencils, and from $14.95 to 
$175 for the Lady Sheaffer pen and pencil ensembles. 

Sheaffer also has a new fountain pen writing fluid called 
Permanent Jet Black Reproduction Skrip that reproduces on all 
copying machines. 





Car Accessory 

A new “Auto-Desk” by Auto- 
Desk Co. is designed for de- 
liverymen, salesmen, truckers, and 
businessmen to keep route lists, 
maps, prospect lists, bills of lad- 
ing, and notes in plain sight for 
quick reference. Consisting of a 
strong Masonite clip board 
mounted on a sturdy steel arin 
that attaches to any steering * 
wheel column, the Auto-Desk is suitable for either right or left 
handed writers. It’s held within easy reach, and yet doesn’t inter- 
fere with driving instruments. It is adjustable to any angle or 
level and it has a built-in pencil holder. The unit retails for 
$3.95. 
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Today’s 


Lowest-Priced Protection! 
New SENTRY* SAFES 





SENTRY® 
Safe -and-Cabinet 


Exclusive! Genuine mahog- 
any, walnut or blond cabinet 
conceals safe, makes a hand- 


Sell for 35% to 50% LESS 


than comparable labeled 


or unlabeled safes 
All new single compart- 
ment SENTRY floor safes 
carry the U.L. Class C label 
indicating 1-hour 1700°F. 
fire test, 2000°F. explosion 
hazard test, and 30 ft. drop 
test...and feature Vermic- 
ulite insulation, all-welded 
construction, built-in 3- 
number combination lock, 
bank vault os lock bar, 
baked enamel finish. Yet 
you can sell SENTRYS for 
35% to 50% less and make 
your full profit! 

Write today for details of 
how you can cash-in on the 
virtually untapped market 





some end table, night stand, 
TV base. Cab: 254%” x 20” 
x 20”. Safe, inside: 15” x 12” 


x 13” (2340 cu. in.) 260 lbs, SENTRYS® ‘a4 
START AT 


$1199 
Standard discount-adv.allow. 


JOHN D. BRUSH & CO., Inc. 


567 West Ave., Rochester 11, N.Y. 


for personal safes. 


Suggested 
Eastern List 
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FORCE DATERSYi 






FORCE Model , 
400 — 
Daters fill the ’ 
needs of offices, JN28°ST 
banks, insurance companies... 
move fast, earn high profits. 
Model 400 dates in small 
spaces; date changes with 
stylus. Model 450 has bold day 
figures; month changes auto- 
matically after 3 | st day change. 


Write for catalog, 
Dealer Discounts. 


NOV 26 1970 


& CO., Incorporated 


216 Nichols Ave 
Brooklyn 8, N.Y 


WM. A. 
FOR 


NW YORK e CHICAGO e SAN FRANCISCO « MONTREAL 











— Sell the new —> 


1959 GEM TAX CHART 
> 








Every bookkeeper 
needs this new 
tax chart by Jan. 1 


the new 2Y%2% S.S. tax rate will 
make all current tax charts obsolete 


The Gem Chart — standard of the country — con- 
tains all these new rates, and has all the time-saving 
features which accountants and bookkeepers insist on: 
@ Big bold figures 
@ All 4 deductions in one line (includes N. Y. and 
N. J. taxes) 
@ 2-color printing to avoid errors 
@ Single sturdy card, bound in acetate jacket 
List price still only $2.00. 
Your cost: 1 doz. or more... 50% off list. 
Order today. Attractive counter display (on which 
actual chart is placed to stimulate sales) and descrip- 
tive envelope stuffers are free for the asking with 
your order. 
PAYROLL TAX SERVICE, INC., 44 W. 29 St., New York 1, N.Y. 
Manufacturers of “GEM” Payroll Books 
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‘Paper Art's Happy “Holly Holiday” 


| Helps You Set The Smartest Tables! 


@ Be it a sumptuous full-course feast—or a series of small dinners—here’s the 
| most complete party setting you'll find for Christmas. Matching dinner cloths 
for every size table . . . matching plates for sev- 
| eral courses, plus napkins large and small. What 
| truly smart hostess can pass this “buy”! Order 
now ... feature it all month long! 








Paper Art Company, Inc. + 26 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indiana 


[_] Please send _....... unit(s) of the PARTY BOOK @ $3.25 per unit 
(25 books in each). 


(] Send your new 1958 “Fall and Christmas” Catalog Supplement. 
I NN iicisntscnsseenincscetsihcieegnaiidibipabicd aati 
Address. 








State 








' 
' 

3 
' 
t 





- - = for more details circle 150 on last page 





































NOESTING PIN TICKET CO. INC. 


“WVillions Daily” 


BRANCH FACTORY 
1815 WEST 74th STREET 
CHICAGO 36, ILL. 


MAIN OFFICE AND FACTORY 
728 E. 136th STREET 
NEW YORK 54, N. ¥ 
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NEW Ever-Safe Portable 
Insulated LEDGER FILE 


Posting Machine Carriage 
clears top of Ledger file. 


Model 501 LEF 
No heavy lifting 
» of trays. 


FIRE PROTECTION at point of use — 


Convenient Operating Height — Posting trays holding 24% more 
sheets at convenient posting height at all times. 

Roll-Around Portability — Easily rolled along posting machine 
or any other desired location. 

Operating Ease — Drawer has finger-tip operation on 10 roller 
bearing full suspension. Easy to open and close. 

Point of Use Protection — Records never need to leave the file — 
protected from fire at all times. 

SPECIFICATIONS: Inside drawer dimensions: width 182"; Height 
13%"; Clear filing depth 27” — Outside dimensions: Height on 
pedestal 2812”; Width 2234”; Depth 31”. 


Write for complete information and prices 


Midwestern Manufacturing Corp. 


Indianapolis 4, Indiana 
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NEW PRODUCTS 


Young Miss Stationer 

A new line of sophisticated statiogiy 
ery items, being introduced by Stage 
dard Products and named “Miss § 
phista Kate’, is fashioned around the 
needs of the young miss and junior 
adult. Eight items are offered 
“Deskette’’ ($1.59); “Autograph Book” 
($1.00); ‘Photos’, snap-shot holder 

(59c); “My Diary” ($1.98); “Carry 
A Tune’, record carrier ($1.49); and Cillustrated) "Scrap Book” 
($1.98); “My Treasures’, jewelry and memento box with a 
secret compartment ($1.98) and “Notes ‘n Numbers’, phone 
number and memo book ($1.29). All prices are suggested retail, 
The items are silk screen printed in three fashionable colors on 
an antique white background. Covers are padded, washable and 
durable. 


>" 
en... 





Electric Cord Holder 
Hundreds of uses are predicted 
for a new plastic electrical cord 
holder called ‘“Cord-mount.” The 
cord holder by Hoff & Lund Mfg. 
Co. has a self-sticking adhesive back 
for application to any clean, dry, 
hard surface simply by pressing into 
place. Cord-mount is applied along 
base-boards, around windows or on 
the back of furniture and electrical cords are inserted or removed 
from it easily. Pre-packaged 9-foot lengths sell for 98 cents. 


35 





Executive Desk Clock 36 


The Relide Clock Co. has an 
nounced the Golden Executive desk 
clock with universal dial and a 
world map perfectly scaled and 
marked, fully synchronized to the 
movement of the earth, indicating 
the time zones of the globe and the 
actual time in most of the key cities 
of the world. The clock is equipped 
with an 8-day, 15 genuine ruby 
jewel movement of Swiss craftsmanship in a silvered and gilded 
solid brass case. 





Arm Chair 

Carlton-Surrey, Inc., specialists in 
custom-designed leather and wood 
executive furniture, have introduced 
this Tarry Chair as one of its new 
designs for executive offices. The 
contemporary styled chair features 
simple, sculptured lines. Exposed 
aris and legs are solid walnut with 
34, inch brass swivel glides. The 
chair is 2514. inches wide, 27 inches 
deep and 27 inches high. 


37 





38 

A precision-engineered unit has 
been announced by Faymus Div. 
Bankers & Merchants, Inc., to serve 
as a dependable, low-cost, safe and 
accurate check writer. Called the 
Faymus Model H. Check Protector 
and Check Writer, it embosses 
; - clear, sharp numbers on a check 

while an automatic feed control accurately moves the check 
through the check-writing cycle. Weighted base has rubber feet, 
engraved figures are in brass and the pad is self-inking. 


Check Writer 
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"Holds Paper | 
Memos, Recipes, . | 
School Notes, Grocery Lists, { 
$, etc., 
WITHOUT PINS OR TACKS. i 


Each boord complete with | | 
accessories, pecked in ff 
-- box. Anexcellent { 
gift for all occasions. j 
i 





Send for literature and prices 


WEINMAN BROTHERS. inc. 


Retails for $1.00 3969 W. GRAND AVE., CHICAGO 51, Itt. ! 


A RS SN ND NR SE RMR SN UE 
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‘the GIRL-SIZE FILE that does 
a MAN-SIZE JOB!... 


~~. FILES 


For Legal or 
Letter Size Filing 


Write for prices and plete informat 


BANKERS BOX CO Dept MS-11) 


2607 North 25th Av ® Frar Park 





ANOTHER | 


big sales feature for 
BOSTON 
CHAMPION 


portable shar, 

4 DECORATIVE co ORS 

green-blue-sandtone-gray 
¥color, to match or complement 
modern office decor 
¥ simple feed it-hold it-turn it operation 
# no fall-out of shavings 
¥ automatic feed and stop 
¥ huge market of modern offices 
¥v year-round sales promotion 


campaign 

C. HOWARD HUNT wi 
PEN COMPANY 

Camden 1, New Jersey 
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THE 
GIFT 
IDEAL 


JETS IN SETS 


THE COMPLETE “JET TRIO’’ NO. 800 
FOR ALL ERASING! 
No. 827 Jet. Gray rubber for erasing ink and typewriting. 
No. 838 Ball Point Jet. Green rubber for erasing ball point ink 
and lead, and India Ink. 
No. 825 Jet. Red rubber for pencil erasing and cleaning. 
EACH IN INVITING, CLEAR PLASTIC HOLDER WITH POCKET CLIP. 
Complete with one refill for each texture, in attractive, trans- 
parent plastic desk & carrying case. 
IDEAL, YEAR 'ROUND SELLERS, ORDER NOW! 
WELDON ROBERTS RUBBER CO. 


365 Sixth Avenue, Newark 7, N. J. 
World’s Foremost Eraser Specialists 








for 
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Increased Social Security Tax Makes 


Every Office a Prospect for Famous 
DELBRIDGE Social Security and 
Withholding Tax Charts! 


Effective January 1, 1959, every office, every 
payroll department must make increased social 
security tax deductions from employees’ earnings! 


The revised DELBRIDGE Social Security & 
Withholding Tax Charts feature these changes 
plus withholding tax deductions. Four separate 
editions cover all payroll periods—weekly, 
bi-weekly, semi-monthly, monthly. Guaranteed 
accurate! Retail price $3.50— 

you make $1.75 or 100% profit! 


Alert your salesmen to this rate change— 
start taking orders now for 
DELBRIDGE Charts. 
Immediate delivery! 












Write Today for Supply 
of Catalog Pages... 
Envelope Stuffers! 


DELBRIDGE CALCULATING SYSTEMS, INC. 


& Industry S 


2502 ‘a Ave St. Louis ny ic cacact 
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NEW PRODUCTS ....... 
Counter Gift Displays 39 


Latest items in 
the Pat Gift Line 
are displayed on 
three new counter 
and window dis- 





Expansion Binders 41 

A new line of Ful-Vu Twin Wire 
Binders has been added by Cooks’ Inc. 
Identified as ‘“Expand-O” Ful-Vu Binder, 
its capacity can be readily expanded. Clear 
Mikafilm sleeves, mult-o-ring punched, can 
easily be inserted into the twin wire binder. 
It has a capacity for up to 50 sleeves, or 
100 inserts. The base which holds the twin 





Plastic Deskplate 43 

Viso-Deskplate, 
clear, heavy-gauge 
hinged plastic shee 
to cover and keep 
clean _— schedules 
calendars and _ lists 
on pull-out desk 
shelves, is being 







>) 






































plays offered by Pat wire binding is made of durable, light- manufactured by 
Products Div., weight plastic. The new binder is recom- the D. C. Hey Co. 
Ketcham & Mc- mended for sales presentations, advertising Inc. A self sealing 
Dougall, Inc. Con- campaigns, charts, maps, photographs. It - hinge across _ the 
structed chiefly of is available in many sizes and colors. back keeps Viso-Deskplate in place and 
wrought iron, the permits quick change of material under. 
i modern pieces are Desk, Floor Lamps 42 neath. The plastic sheet lies flat and pro. Wi 
light, compact and easily set up. They in- New lamps by vides a smooth writing surface. “s 
clude the Pat Phone Pad display, the Car- ec 
< : Dazor Manufactur- Sw 
rousel display which rotates on its base, oe, . , 
; ing Co. feature a J F qu 
and the Magnetic Memo display. fiber glass diffuser Stacking Chairs 44 Ww 
for softened illum- A new, non-fold- é 
New Staplers 40 ination, a perfor- ing stack chair of Sip ; = 
Bostitch introduced two additions to ated metal ventilat- contemporary de- LA y 
its stationery line of staplers at the NSOEA or on the top for sign has been in- ty ee 
show in Chicago — a _ medium-priced air - cooled comfort, troduced by Dur- 
desk stapler and a_ pocket-sized edition. distinctive styling, ham Mfg. Corp. It 
The model Bi2 Standard desk stapler and a three-way ad- is all steel with 
holds 210 staples, can be used for tack- justment feature. vinyl-clad back and 
ing or pinning, and has a retail price of The swing-arm moves up or down on the seat. The chair has 
$5.95. The B8 Traveler model in con- shaft and completely around the shaft. a broad, contoured | 
venient pocket size has its own clip for In addition, the reflector-shade unit rotates backrest and = an 
easy carrying and will sell for $3.25. The at the end of the arm. A swing-arm desk extra large seat. . . 
new models spearhead a Bostitch dealer model is $21.75 and swing-arm floor They may be stacked as high as a person EAS 
profit promotion scheduled through Nov- model is $29. A desk model without the can reach, at least 12 chairs high, the 
ember 15. swing-arm is $14 4.75. _ company $2) says. 
s 
TT 


IMMEDIATE SHIPMENT | 
FROM STOCK 
BUILT _FOR 

DUTY 
DESIGNED 
FOR BEAUTY 


PRICED TO SELL! 
SHOW ROMCO AND SELL EASIER 


ROMCOcrecurrment co. 


357 MARKET ST., KENNILWORTH, N. J. CHestnut 5-3375 


N.Y. OFF._154 NASSAU ST.._N.Y. 38, N.Y. BEekman 3.3922 | q 
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SELL ART SUPPLIES! 


AMERICA'S NO. 1 
ART SUPPLY DISTRIBUTOR 
will service you from the coun- 


try's largest stock of all im- 
portant art supply lines. 





Write for catalogue 
and dealer discounts. 


ARTHUR BROWN & BRO. INC. 
2 W. 46th ST. NEW YORK 36, N. Y. 
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ey ground and polished 
glass lenses. The unique green 
metal display stand makes 
sales easy. Each reader at- 
tractively packaged in a 
scarlet and grey box. 
No. 735/10 
GROUP 
CONTAINS 












SEND US YOUR NEWS ' 


| 
| | The editors of MODERN STATIONER are always interested 
| 
| 

















Pep" Pome ie OT SS in all the news about your company and your personnel. Fully 
ooh" Beaten i et Py They urge you to adopt the policy followed by so many _ 
2-414" Readers List 4.50 ea. 9.00 


TOTAL RESALE VALUE $29.00 
One $2.00 Display Stand Free with 
Each ortment 

PRICE TO DEALER — $17.40 
Open Stocks Available Less 40% 


TESTRITE INSTRUMENT CO. 


135 MONROE STREEBI 


others in forwarding them regular information about 


the activities of your company and its people. 





Address News Editor MODERN STATIONER 
405 E. Superior St. Duluth 2. Minn. 





NEWARK 5, N. J 
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Attention 


“SPEEDWAY-LONG LIFE™ 


Pressboard dealers 


We proudly announce our purchase of the 
“Speedway Long Life’’ Pressboard Line from 
Swingline, Inc. We shall continue the same high 
quality standards this line has always enjoyed. 
We solicit your continued support — we need 
your support. We shall do everything to merit 
your continued patronage. 


Sincerely, 


UL 


BRAND 


FOR PROFIT-MINDED DEALERS 


EWARCO ... the Blue Label line of Rowles products 





offers a long trade discount for quick sales and high profits. 








CHALKBOARDS AND 
BULLETIN BOARDS 


are low in cost, yet high in quality. 
Thirteen models, beautifully framed 
in oak or anodized aluminum, are 
available in various sizes. 


(a 
Sr 
Rk 


CHALK 


is made from finest 
pure borated chalk, 






ERASERS 


are in children 
and adultsizes. 


Red-Rope Stationery 
Industries, Inc. 
Joe Wexelbaum, President 






Send for complete de- 
tails of EWARCO 
dealer program. 


E.W. A. ROWLES Co. 


114 N. Hickory St./Arlington Heights, Illinois 











- 
‘ 


, * SEE OUR COMPLETE LINE — BOOTH 41 























ich EASTERN COMMERCIAL STATIONERY SHOW Manufacturers of fine chalkboards since 1896. 
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ck COMPARE BEFORE YOU BUY .... 


Youll choose a New CMC Paper Cutter 


No other paper cutter available today can match these brand new CMC 
machines in quality, price and money-saving features. On every count — 
ease and speed of operation, cutting accuracy, operator safety — CMC 
can give you more, much more, for every dollar you invest. Here are just 











L! a few of the exclusive design features offered by this new line: 
ER Fully Automatic and Semi-Automatic Hydraulic Models (191/.”) 
CO @ 2-second cutting stroke (faster than any comparable cutter.) 
; @ Extra heavy hydraulic cylinders for smoother operation, plenty 
3375 of reserve power. 
922 | @ Simplified blade changing and adjusting. 
t page @ Revolutionary, positive hold-down for perfect control and 
alignment of back-gauge. 
— @ Precision-etched overhead steel tape, illuminated and mag- 
nified for highest accuracy. 
@ Gauge showing precisely exacting clamping pressure. 
191," Lever-Operated Bench 
Model 
—— ee - er 
rested + ori ntorest - @ So perfectly balanced a girl can 
| eee ston "tat operate it with little effort. 
nNnel, Fully automatic 191/,” cutter has bee a Se for @ Rugged, interlocking back-gavge 
many hydraulic clamp and knife action will allow cutting to 2” and 
—<cuts full 3” paper lift. back gauge is, at all times, true. 
bout SEND FOR NEW, FREE DESCRIPTIVE BOOKLET. @ Fool-proof, two-hand safety device. 
@ Available with heavy-duty, all- 
CRAFTSMEN MACHINERY CO hedlage-se 
: @ large front operating wheel 
| coupled with a chain drive runs Economical 191/.” Lever model 
R 75 West Dedham Street, Boston, Mass. the back gauge the full length cuts a 21/2" lift—can be easily 
inn. Tel. COpley 7-5390 with only 1-5/6 turns. operated by a girl. 
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NEW PRODUCTS....... 


triangles reflect an orange tint and beveled 
edges eliminate the possibility of parallax 


being marketed by Thompson-W inchester 
Co., Inc. Called Base-Tape, it is described 








: . ines. The triangles combine the functions as perfect for mounting stamps,. pict 
hair Ss = , : | pictures 
Executive Cha Taylor Chair Co of a protractor and a triangle. Wrapped in and window decorations or for display. 
od re «Pages a polyethylene sheath and _ individually ing signs, notices and bulletins. Tacks 
passed comfort of boxed, the protractor triangles are $4.85. and glue are eliminated. Users apply the 
‘ individually _adjust- tape to any clean, dry surface, including 
metal, wood and glass, and press with 
ed posture chairs : Lge . , it 
. oo teat Ruler Display 47 finger tips to have an object held jp 
The new aw : . place indefinitely. Packed in a convenient 
Bes: es a A new Senco Of- dispenser, the tape comes in 1,” wide 
4 has a simple design, Stee. Minis dieulien : 72 
Reomn euler bark ice Kuler display rolls, 1,200 inches per roll for $1 
° d : a piece holds an as- 
arms and seat, oi : 
= sortment of five 
or lacquer finishes, ion gilee de : . 
leather or fabric upholstery. Introduced caoeeins space sey Typist Chair 49 
at the National Stationery and Office suring 44%," by A new, adjust. 
Equipment Show in Chicago, the Van- 1%". The stand able metal typist 
quard will be ready for late October ship- ma ’ 


ment to retail at approximately $300. 





Fluorescent Triangles 46 12”. 15” 

Alvin & Co. says 
its top quality pro- 
fessional fluorescent 
protractor triangles 
provide for faster, 
more accurate work. 
The adjustable tri- 
angle is fabricated 


school rulers 


rulers of all 
vertical position. 








and 18” in length without tak- 
ing up too much space on counters or 
tables or in the aisles. Another display for 


cardboard container in which 


chair has been in. 
troduced by _ the 
Riteform Chair Co. 
The new model 109 
has four adjust. 
ments: up and 


solves the problem 
of how to display 
rulers measuring 





¥. 
consists of a cylindrical ‘A down back control, 
four dozen in and out back 
kinds can be stacked in a l . control, up and 
down seat control and __ self-conforming 


back rest. All controls are conveniently 
located. The chair has 2-inch ball bearing 











from clear optical Adhesive Tape 48 wheels and full length scuff plates. Rite. 

grade Plexiglass A new tape, adhesive on both sides, that form says it is priced considerably below 

which eliminates distortions. Fluorescent sticks to all surfaces except fingers is other models in its line. 
geamaaeeaneaserery 


make MORE MONEY 


WITH A 


HOWAR 


YOU'LL 
MONOGRAM 
AND SELL MORE: 


© Xmas Cards 


Book Matches 



















IMPRINTING 
MACHINE 


Writing Papers 
Lead Pencils 
Paper Napkins 
Leather Goods 
Playing Cards 
Gift Items 






Exclusive Features 
© imprints any 1”x3” area 

© Imprints 2-3-4-5-6 lines 

of type in any combination of 
sizes to 72 points. 


Fountain Pens 


Write for 
Details! 











HOWARD STAMPING MACHINE CO. 
4445 W. Belmont Ave. Chicago 41, Ill. 
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® 
f Listen Marge— Did | tell you how much easier our 4 
i office work is since we got these marvelous new 
k continuous roll note pads—They’re called SMART 
} ALEC—Rightly named, too, we think—You know 
L Marge, they're just the thing for phone notes and 
all those other little notes you have to catch just 
‘ then —Boss has one too in his office—says they’re 
t so easy to write on with that low down writing 
£ surface, right at desk level—and so handy too, just 
i turn a knob to look at your back notes, Boss 
says this new memo system increases our 
’ PERSONAL EFFICIENCY and he’s sorry 
somebody didn’t invent it sooner — 
Oh you're getting one too? 
y | Lucky you— Goodbye Marge. 
aa 

: & 


ee 








Ce es ces ee ee es ee ee ee 








“smart |. alec” 
NOTE PAD 

No. 57 9 595 
| j 


complete 






Dealers write: . 
WECKESSER CO. 
5715 NORTHWEST HIGHWAY 


CHICAGO 46, ILLINOIS 
- - - for more details circle 182 on last page 
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AS I SEE iT 


Sy Donald Prey 





Are You Utilizing Your Wholesaler’s Salesmen? 


Vv the significant report on 
“Dynamic Wholesaling” made 
at Chicago on September 26, on the 
eve of the NSOEA Trade Exhibit, it 
became clear that the days of the 
order-taking salesman are numbered. 

His place already is being taken, in 
many areas, by salesmen acting as 
merchandise counsellors, by men who 
are willing to work hand-in-hand 
with retailers in the one dig sales job 
— transferring merchandise from the 
wholesale warehouse through the re- 
tail store into the hands of the con- 
sumer, 

The “Dynamic Wholesaling” report 
of September 26 indicates that in most 
areas there are full-functioning whole- 
silers operating with high caliber 
silesmen performing services for 
which retailers would gladly pay com- 
missions, such as helping check stock 
and write orders, conducting demon- 
strations, helping retailers plan adver- 
tising and special promotions. 

But the retail stationers must recog- 
nize that it is wp to them to get the 
most out of the men who call on 
them. Far too often the salesman 


Secretary-treasurer, Wholesale Stationers’ Association 





_ | Reisen 


starts out prepared to render extra 
service — to check stock in the deal- 
er's store, or to pass along ideas which 
he has read about in trade magazines 
or has heard about from his other 
customers — only to find the dealer 
uninterested and unenthusiastic. 

If stationery retailers expect whole- 
salers to help them sell more merch- 
andise, through advertising assistance, 
through stock control, through in- 
creased product knowledge or what- 
have-you, they must repay that whole- 
saler with loyalty, more business. 

Today the wholesaler and retailer 
must be partners, and partners help 
each other. 

The advantages of closer partner- 
ship between the independent whole- 
salers and the independent dealers 
have been stated magnificently in a 
recent little monograph by Professor 
Richard M. Hill of the Marketing 
Department of the University of IIl- 
inois. Space permits the quoting of 
only two paragraphs: 

“The retailer who desires to elimin- 
ate the wholesaler is faced with a 
sobering prospect. He must assume 





responsibility for preparing suitable 
merchandising aids, providing ade- 
quate storage facilities, and assuring 
prompt delivery. He will be obliged to 
seek market information, buying as- 
sistance, counsel on pricing, and pos- 
sibly credit from new sources. In ad- 
dition there would be the likelihood 
of having to buy in larger quantities 
than desired — with probable ill ef- 
fects on turnover, and the necessity 
of dealing with a greater number of 
resources — with a probable increase 
in clerical costs and loss of time. 

“The transactions advantage enjoy- 
ed by the retailer who buys through a 
wholesaler is significant. It is not un- 
usual for a retailer to carry merchan- 
dise in stock that is produced by as 
many as fifty or one hundred dif- 
ferent manufacturers. If each of these 
manufacturers chose to contact him 
individually, the average retailer 
would be obliged to spend most of 
his time talking to salesmen. When 
buying through a wholesaler, how- 
ever, the retailer needs to talk to but 
one salesman to have access to the 
merchandise of many manufacturers.”’ 


















TICKET 


PUNCHES 


FOR 
EVERY 
PURPOSE 


Nos. 











Tally Punch — Registers number of punchings to 
99,999. Punches 1/8”, 3/16” or 1/4” round holes — 
also special designs. 
2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 





Y PUNCH » 





Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” wide, 5/16” deep; No. 
33. not over 1/2” deep. 

No. 2—For 1/8-1/4” 1-1/4” 


reach. 
No. 3, 1-1/2” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 


round holes; 


Same counter available in our 
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Wa 
SHINE... 


KIDS 
PREFER 


Always Something NEW 


Children’s Educational Games 29c 








Ed-U-Cards Mfg. 


13-05 44th Ave., 


Corp. 
ns 


Long Island Cit 
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Designed to take very little space, these 
clips will hold memos, menus, etc. erect, 
convenient and accessible. Many are used 
at telephones to hold and organize notes 
and reminders. Memo clips are carefully 
manufactured and have a brightly nickel 
plated base 2 1/4” in diameter with a 
clasping arm 2-13/16” high, made from 
high quality tempered and polished stain- 
less steel. Memo clips are packed 12 
pieces to a box. 

Write now for prices. 


delivery. 


L.D. Van Valkenburg Co. 


HOLYOKE, MASS. 
Est. 1896 


immediate 


Quality Service 








Oct. 18 — WSA Eastern States Regional 
Round Table, Pocono Manor, Pa. 


Oct. 20-24 — National Business Show, 
Assn., third annual Eastern Regional 
Convention, Grossinger Hotel, N. Y. 


Oct. 25-29 — Eastern Commercial Sta- 
tionery Show, New York Trade Show 
Building. 


Oct. 27-28 — National 
New York Coliseum. 


Nov. 10-12 — NOFA Area Conference, 
Grossinger Hotel, N. Y. 


1959 


Jan 18-23 — 48th California Gift Show, 
Brack Shops, Merchandise Mart, Am- 
bassador and Biltmore Hotels, Los 
Angeles. 


Business Show, 


Jan. 25-28 — Washington Gift Show, 
Hotel Willard. 


Feb. 1-12 — Chicago Gift Show, LaSalle 
and Palmer House Hotels. 


Feb. 22-27 — New York Gift She 
Hotel New Yorker, Trade Show Bui 
ing. 


March 2-4 — WSA School & Art Sup 


plies, Stationer & Sundries Show, fop 
wholesalers, 


York. 


March 8-12 — Boston Gift Show, Hote. 
Statler and First Corp. Cadet Armory, 


March 15-18 — Philadelphia Gift Show, 
Hotel Benjamin Franklin. 4 


April 17-18 — NSOEA District 5, French 
Lick Sheraton Hotel, French Lick, Ind, 


April 20-21 — NSOEA District 9, Stat 
ler-Hilton, Dallas, Texas. 


April 27-28 — NSOEA District 8, Mueh 
lebach Hotel, Kansas City, Mo. 

May 8-9 — NSOEA District 4, Ame 
cana Hotel, Miami Beach, Fla. 

May 15-16 — NSOEA District 10, West 
ern Skies Motel, Albuquerque, N. M. 
May 17-22 — New York Stationery Show, 

Hotel New Yorker. 


May 18-19 — NSOEA District 14, De 
ert Inn, Las Vegas, Nev. 


May 22-23 — NSOEA District 11, Olym 
pic Hotel, Seattle, Wash. 


May 25-26 — NSOEA District 12, 
Yosemite National Park, Calif. 





CLASSIFED 
ADVERTISEMENTS 


Deadline for classified advertisements 
is the fifteenth of the 2nd month pre- 
ceding the month in which the magazine 
is issued. RATES: 25c a word. Minimum 
Order: $5.00. Names and address are to 
be included in the count. Initials or sets 
of figures are to be counted as one word. 








HELP WANTED 





Leading manufacturer of nationally 
known quality line of albums, diaries, 
desk accessories, etc., has several choice 
territories available to men_ seeking 
major line. State age, experience in 
stationery field, coverage of territory 
and Shows, all lines carried. Must have 
solid contact with all department store 
stationery buyers. Box » MODERN 
STATIONER & O EQUIPMENT 
DEALER, 405 East Superior Street, 
Duluth 2, Minnesota. 11-58 





Representative needed for Ohio and 
Kentucky for well known line of Party 
Favors, Gift-Wrap Tie-Ons, Packaged 
Party Goods. Samples easily and quickly 
handled. Our Line should help sell your 
other Lines to the stationery and gift 
208 (e) STA- 

EAL- 

ER, 405 East Superior Street, Duluth 2, 
Minnesota. 11-58 





FOR SALE 
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FREE SAMPLE! Ball pen refills. $5.85 
per 100. Blue, Red, Green. Individually 
packaged with 49c price mark. Guaran- 
teed. Special lot of German drafting sets 
to arrive soon. Brass, nickel plated, with 
case. Fourteen piece. Low as $4.85. Write 
Maclean's, Box 564, Houma, La. 11-58 
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CALLDEX 


REVOLUTIONARY NEW 


PHONE INDEX 


FOR HOME LISTS OVER 


a AND BUSINESS " NAMES & NUA 
w+ 


made of durable 
rigid vinyl to 
last for years. 


everyone needs 
a Calidex! 

@ Sells on sight! 

@Top Profits and Multiple 
Sales! 





@Easiest reference guide ever. 
@ Remove index sheets for additions. 
@Listings always up to date. 
| with initial order — 6 doz. or more—A 
FREFI Window Display. with initial order—3 
doz. or more—A Four Color Counter 
Card. 
each CALLDEX packaged individually for display 
STATIONERY JOBBERS and DISTRIBUTORS 
WANTED IN ALL STATES—Write for quantity ond 
3 doz. or more at $7.20 per doz., order | gross OF 
more—we pay shipping. Shipped 3, 6, 12 doz 
carton. 


@ Attaches securely—can't stray. only 98¢ 
Four Color Animat 
2 COLOR PACKAGE 
gross lot prices. Standard discounts available 
Rush $1.00 for sample demonstrator. 





FOLEY INDUSTRIES, INC 


VISIT US AT BOOTH 62. * 
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ind Add Sales Co. — Self service shelves 
ne 


— page 61. 







































Stat Addo-X Inc. — Multiplier and duplicator 
— page 51. 
Mueh Aigner, G. J., Co. — Index Divider — 
page 62. 
Ameri. 9 Alvin & Co., Inc. — Drawing materials 
— page 64. 
Wet. 9 American Writing Paper Corp. — Type- 
M _writer paper — page 3. 
Show, [i Anco Wood Specialities, inc. — Easels — 
page 47. 
i Des. (at Angler’s Co. — Briefcase — page 63. 


in, — 


WA Guild of Williamsburg, 
Greeting cards — page 52. 


WaAvery Adhesive Label Corp. -— Cor- 
tection tape — page 53. 
0 Bankers Box Co. — Files — page 67. 





Olym- 
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—order 
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doz. to 



































121 Cushman & Denison Mig. — Felt tip 
peas — page 47. 

Dazor Mfg. Corp. — lomps — page 35. 

Dome Publishing Co., inc. — Record 

books — page 42. 

Eureka Specialty Printing Co. — Labels 

— page 14, 

Faber, Eberhard, Pencil Co. — Rubber 

bands — page 46. 

Force, Wm. A., & Co., Inc. — Daters — 

page 65. 

Geerpres Wringer, Inc. — Desk moving 

equipment — poge 54. 

Gibson Art Co. — Greeting card fix- 

tures — page &. 


122 


128 


129 Globe-Wernicke Co. — Filing sysiem — 
page 18. 

130 Greff, George 8., Co. — Filing supplies 
— page 41. 


131 Guide System & Supply Co. — Filing 
supplies — page 49. 

132 Hamilton Mfg. Corp. — Office chairs — 
page 54 

133 Hammond, C. &., & Co. — Inflatable 
globe — page 63. 

134 Hoggson & Pettis Mig. Co., The — 
Ticket punches — poge 71. 


135 Hunt, C. Howard, Pen Co. — Potable 
sharpener — page 67. 

136 Imperial Methods Co, — Filing supplies 
— page 38. 

137 Ketcham & McDougall, Inc. — Tape and 
stamp dispensers — page 63. 


MODERN STATIONER Nome 


138 Leedall Products Mfg. €e., Inc. — Type- 
writer ribbon — page 49. 


139 Lindy Pen Co., Inc. — Boll Point Pen 
Deals — 2nd cover. 


140 Liste Pencil Corp. — Marking pencils 
— page 45, 


147 Lit-Ning Products Co. — Filing equip- 
ment — page 57. 


142 Melind, Lovis, Co. — Marking devices 


— page 61. 

143 Merriam, G. & C., Co. — Dictionary 
— page 13. 

144 Midwestern Mfg. Corp. — Ledger file 
— page 66. 


145 Modern Specicities Co. — Carton cul- 
ter, string culler — page 50. 

146 Neesting Pin Ticket Co., Inc. — Clips 
— page 66. 

147 Northern States Envelope Co, — Enve- 
lopes — page 60. 

148 Olivetti Corp. of America — Portable 
typewriter — page 39. 

149 Oxford Filing Supply Co., Inc. — Fil- 
ing supplies — page 11. 

150 Paper Art Co., Inc. — Paper tableware 
— page 65. 

151 Payroli Tax Service, inc. 
— page 65. 

152 Plan Hold Corp. — Vertical filing equip- 
ment — poge 63. 

153 Plymouth Rubber Co., Inc. 
bands — page 43. 

154 Regency Thermographers — Heliograving 
— page 43. 

155 Roberts, Weldon, Rubber Co. — Eraser 
set — page 67. 

(Continued on other side) 
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Tell-Me-More Dept. 
Please print or Street 


type information City 


Business Name 




















New Products: : 3 
11 12 13 14 15 
23 24 25 26 27 
35 36 37 38 39 
47 48 49 








Advertised Products: 101 


109 110 11 12 
119 120 121 122 
129 130 131 132 
139 140 141 142 
149 150 151 152 
159 160 161 162 
169 170 WI 172 


179 180 181 


Note: Inquiries for items listed not serviced after 3 months from date of issve. 


8 
16 17 18 19 20 21 22 
28 29 30 3} 32 33 34 
40 41 42 43 44 45 46 













104 105 106 107 108 
113 114 115 116 117 118 
123 124 125 126 127 128 
133 134 135 136 137 138 
143 144 145 146 147 148 
153 154 155 156 157 158 
163 164 165 166 167 168 
173 174 175 176 177 78 









oe eo eo 
Desk set — poge 48. 

ee ee Pee converter 
— page 56. 

162 Testrite Instrument Ceo., inc. — Magni- 
fiers — page 68. 

163 Tultle Press Co, — Paper specicities — 
page 59, 

164 Velid Process Co. — Social annovnce- 
ments — page 44, 

165 Yan Valkenburg, 1. D., Co. — Memo 
clip — page 72. 

166 Wabash Filing Supplies, inc. — Filing 
equipment — page 40. 

167 Wausev Paper Mills Co, — Mimeograph 
paper —— page 37. 

168 Weinmen Brothers, inc. — Memo boord 
— page 67. 

169 Write, inc. — Carbon papers and 
ribbons —— 4th cover. 

170 Acco Products, Inc. — File folders — 
page 51. 

171 Acme Shear Company -—- Shears — 
page 61. 





172 Craftsmen pore 4 Company — Paper 
cutter — page 69. 

173 ec ot seegpoerni, mpage inc. — 
Tax — page 67. 

setae Mfg. a — Games — 
page 72. 

175 Faber-Castell, A. W., Pencil Co. — 
Eraser stick — poge 41. 

176 Foley industries — Phone index — 
page 72. 

177 Howard Stamping Machine Company — 
imprinting machine — page 70. 

178 Red-Rope g api industries, Inc. — 
Pressboard line — page 69. 


179 Rowles Company, E. W. A. — Chalk- 
boards and bulletin boards — page 69. 


180 Box Cards — Studio cards — page 55. 

181 Dyna-Therm Chemical Corp. — Glue — 
3rd cover. 

182 Weckesser Co. — Roll nole pad — 
page 70. 


183 Smith, E. Errett — Christmas cards and 
napkins — page 59. 

184 Dixon Crucible Co., Joseph — Pencils 
— page 14A. 


NEW PRODUCTS 


New Photocopy Process 
Party Booklet 
Push-button Give 

Stamp Vending Machine 
Garment Racks 

Gift Wrap Floor Stand 
Side Chair 


NOUAWN — 











FIRST CLASS PERMIT NO. 665. 





BUSINESS REPLY CARD 


SEC. 34.9. P.L.AR., DULUTH, MINN. 






Accessory 
Young Miss Stationer 
Electric Cord Holder 
Executive Desk Clock 
Arm Chair 
Check Writer 
Counter Giff Displays 
New Staplers 
Expansion Binders 
Desk, Floor Lamps 
Plastic Deskplate 
Stacking Chairs 
Executive Chair 
Fivorescent Triangles 
Ruler Display 
Adhesive Tape 
Typist Chair 
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 HANDIEST 
CLUE 


Makes Sales 
for You! 


EXTRA-STRONG 
WHITE GLUE 
in easy-to-use 


PUSH-BUTTON CAN 


Clarke’s Nu-Glu is the greatest thing since liquid glue 
was invented! No brush, no mess, no clogged spout. 
Just push the button and out it comes, a single 

drop or a continuous ribbon. Self-sealing. The last 
drop’s as fresh as the first. An extra-strong, 
fast-drying white glue that’s perfect for wood, 
paper, china, glass, plastic, etc. Dries clear. 


FULL 40% PROFIT. Nu-Glu is attractively packaged 

in a big economy size 6 oz. can. Suggested 

retail 98c. A full 40% to you on 12 can display 
carton. Order from your jobber or send coupon now. 


DYNA-THERM CHEMICAL CORP. 


CLARKE’S NU-GLU ADS will be seen 
448 MILLION TIMES 


in these magazines 


3813 Hoke Avenue, Culver City, California 


DYNA-THERM CHEMICAL CORP Dept. MS 
3813 Hoke Ave., Culver City, Calif. 

(} Send name of nearest Nu-Glu jobber 

~] My jobber does not carry. Enter my order for 

_doz. Nu-Glu @ $7.06 doz. 

Name 
Store 
Address 
City Zone — State 
Our Jobber 


eeeeteeeeteeeeeee#eeeeeeneeeee 
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“cooperates 


...1O BUILD YOUR SALES OF 
STATESMAN CARBON PAPER & TYPEWRITER RIBBONS! 





SS -with Trigger-Fast Service 


At WRITE’S the Dealer is Boss. Whatever is 
important to you — rush delivery, special stock, 
special packing, imprinting, counseling —is a 
**must’’ with us. We're always in touch, to give 
you every ‘‘break"’ — fast! 














S& - with Iron-Clad Protection 4 an ‘ 


Loyalty to our Dealers is a tradition with WRITE, © 
Now, our new Area Protection Plan puts you 
in the driver's seat, enables you to develop 
profitable major accounts. Write for ‘'7-Point 
Plan’'! 

















x -with Speedy Turnover Set-up 


WRITE Products, Deliveries, Merchandising, are 
designed for fast in-and-out. Example: You 
stock 14 ribbons, not 60 . . . and get steady 
sales action with our dynamic Self-Service 
Merchandiser and advertising support. 














SK - with Super-Quality Products” 


WRITE Carbon Papers, Typewriter Ribbons, and — 
Packaging, establish your reputation for the — 
finest. And the lines are complete for all o 
machines and printers’ needs. Many 

features. Get the big catalog! 

















MAIL A POSTCARD... Just say — “Send your whole story to (Your Name)” 


WRITE, INC., 420 Lexington Ave., New York 17, N. Y., Factory: Bridgeport, Conn 
MAKERS OF FINE TYPEWRITER RIBBONS AND CARBON PAPERS. 
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